





» 1926 LEADING LIFE INSURANCE WEEKLY JAN 6 1927 


The National Underwriter 


LIFE INSURANCE EDITION 


? \ 
I find 
ch very m N 
timidity 
| ineuies FRIDAY, DECEMBER 31, 1926 
estic 
t homé 
» It is vy, 
mething v4 
the in- 


consid- 
using 


= Advancement ~ 
Independence ~ 


More $ $ §$ 


Desirable agency opportunities and territory NOW available 
in IOWA, ILLINOIS, MISSOURI, KANSAS and NEBRASKA 








ess will 

fami 

usiness - Vf 4 
in vain. a 
more of 

pn when 

t would * 

for the 

bought 


A React Opportuniry WortTHWHILE 








If 


your references and 
qualifications are satisfactory 


Write or wire address and territory desired. 


REPLIES STRICTLY CONFIDENTIAL 

















WILLIAM A. WATTS, President > </ F. A. FERGUSON, Agency Vice-Presidcn 
Des Moines, | Iowa, U. 
























































































GENTS of the Detroit Life 
A Insurance Company pro- 

duced an aggregate of new 
written business for the first eleven 
months of 1926 totalling $22,441,- 
439.64. 


This is the largest amount ever 
written by this progressive and con- 
stantly growing Michigan life in- 


.surance company, exceeding last 


year’s record for the entire year, by 
$3,000,000. 


The Detroit Life Insurance Com- 
pany justly is proud of the showing 
of its agency force in Michigan 
during 1926. 


At the present rate of production, 
the total of new business written for 
this year, will exceed $24,000,000. 


A considerable volume of this 
business is written in Detroit, the 
Home Office city of this great 
Michigan company. 


Detroit maintains a position of 
prosperity quite unusual in the his- 
tory of urban progress in the 





TWENTY-TWO MILLIONS 


Prosperous Detroit 
is known all over the country. No 
other city offers the same oppor- 
tunity for energetic life insurance 
representatives as does Detroit. 


United States. 


Detroit has such a diversity of in- 
dustrial and commercial activities, 
that prosperity is continuous and 
not seasonal. 


Detroit trust companies, and 
other trust companies throughout 
Michigan, have developed a co- 
operative program for mutual help- 
fulness with life insurance work, 
and in this program, the Detroit 
Life has played a conspicuously suc- 
cessful part, greatly to the enhance- 
ment of the commissions of its 


energetic agents. 


Detroit people are prosperous and 
they are happy. They are firm be- 
lievers in life insurance. The De- 
troit Life Insurance Company 
owns its own Home Office, right in 
the center of the greatest build- 
ing development that this Michigan 
metropolis has experienced. 











The Detroit Life Insurance Com- 
pany gives its agents every consid- 
eration and exceptional service. It 
offers all forms of popular standard 
policies, including juvenile, corpor- 
ation and partnership insurance, 
also monthly income policies. 


There is a great opportunity 
for those engaged in writing gen- 
eral lines of insurance to also rep- 
resent the Detroit Life. (Their 
clients are buying life insurance.) 


We also have opportunities for 
part time agents. We have many 
such who are doubling their in- 
come writing for the Detroit Life 
during their spare time. Excep- 
tional opportunities for full time, 
experienced life insurance sales- 
men. 







Liberal agency contracts also are 
available for general agents in a 
few other Michigan cities. 


Call on or write to Homer 
Guck, assistant to the President 
—or, D. G. Neuber, superintend- 
ent of agents. 


DETROIT LIFE INSURANCE COMPANY 
**The Company of Service’’ 


Home Office Building 2210 Park Avenue 





M. E. O’BRIEN, PRESIDENT 
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AVEN’T you often won- 
dered about jobs—posi- 
tions—companiesr 


OLICY contracts, agency 

contracts, company repu- 
tation and a host of other 
things are always to be con- 
sidered carefully when mak- 
ing a life insurance connec- 
tion. All of these things enter 
in, in determining how satis- 
factory your connection 


will be. 


UT after all, most com- 
panies have good policies, 
attractive agency contracts, 
> and the task of “fitting 
n” with the right company 
else itself into a search 
for a company of men with 
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whom you would like to be 
associated and work. 


| F you are seeking congenial 
working conditions, associ- 
ates of high character and 
a company that has a reputa- 
tion for fair dealing with both 
agents and policyholders then 
you should consider the 
Peoples Life, Illinois. 


T is a conservative, pro- 

eressive Company, manned 
by the highest type of lite 
insurance executives and life 
insurance agents. If you are 
seeking contentment first, 
write E. J. Cotter, superin- 
tendent of agents, for further 
information on why the 
Peoples Life feels it has an 
opportunity for you. 





INSURANGE GOMPANY 
ILLINOIS 
130 NORTH WELLS STREET, CHICAGO 
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The National Life and Accident Insurance Company owns and 
operates radio station WSM, which is being heard regularly 
throughout the United States, Canada and Mexico. Telegrams, 
letters and cards by the hundreds are received daily from radio en- 
thusiasts, expressing appreciation of WSM artists. 
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DISCUSSION ON GROUP 
SITUATION IS HEATED 





Superintendent Beha Conducts 
Hearing on Commission in 
Large Cases 





COMPANIES DO NOT AGREE 
. 
Fear Bad Effect on the Business if Cer- 
tain Recent Tendencies Are Not 
Checked 








NEW YORK, Dec. 29.—More than 
20 home office executives, representing 
all the larger life companies writing 
group business, including the Equitable 
of New York, Metropolitan, Prudential, 
Aetna Life, Travelers, Connecticut Gen- 
eral and John Hancock Mutual, met 
here last week with Superintendent 
James A. Beha in the department offices 
for a conference and discussion of sev- 
eral large problems arising out of recent 
developments in the group field. 


Fear Bad Effects 


In his opening remarks Superintend- 
ent Beha declared that he had called the 
meeting “for the good of the business,” 
expressing fears for its future if certain 
recent tendencies were allowed to de- 
velop unchecked and uncorrected. Say- 
ing that the New York department did 
not wish to lay down the law, he made 
a plea that the companies agree and de- 
cide for themselves as to the best course 
to pursue in the future both from their 
own and the insuring public’s point of 
view. 

Discussion resolved about the inter- 
pretation of two points in a letter sent 
the Travelers last August by Superin- 
tendent Beha, who stated in the letter 
that groups of 10,000 or more lives 
might be allowed to stand on their own 
feet as to mortality and expense and 
that such large groups might be written 
overhead without any commission pay- 
ments to agents, and the money thus 
saved be returned to the assured in the 
torm of dividends, provided a proper 
charge was made for the time and effort 
of home office executives in drawing up 
and closing the contract. 


Asks Views on Questions 


On these two points Superintendent 
Beha raised the question whether the 
companies are actually making any 
proper charge for the time and work 
of home office officials in writing such 
large groups overhead, and whether a 
company could write one large group 
on a commission basis and a similar 
large group on a non-commission basis 
without being open to the charge of 
discriminating between policyholders of 
the same class. In other words, would 
not each company have to operate 
strictly on one basis or another in writ- 
ing its large cases, either wholly on a 
commission basis or wholly on a non- 
commission basis? Superintendent Beha 
asked all those present for an expression 
of their opinions on these matters, say- 





REHEARING REFUSED BY 
U. S. SUPREME COURT 


FEDERAL LIFE CASE STANDS 


Important Disability Decision Brings 
to Fore Claim and Underwrit- 
ing Practices 


WASHINGTON, D. C., Dec. 28.— 
The United States Supreme Court has 
refused to reconsider its decision in the 
famous Federal Life case and the de- 
cision now stands as handed down by 
the lower court, a vitally important de- 
cision to disability underwriters. The 
Federal Life has been unsuccessful in 
its original petition for a writ of 
certiorari and as a last resort filed a 
petition for a rehearing of its petition 
for a writ of certiorari, but this has now 
been refused by the United States Su- 
preme Court and thus closes the case. 

Is Vitally Important 


This is one of the most important 
pieces of litigation in disability under- 
writing history, and its progress through 
the courts has been closely watched by 
both accident and health and life 
underwriters. The final decision now 
brings before the company officials the 
important question of underwriting pro- 
cedure and claim adjustment practice, 
for the Federal Life case strikes at the 
very foundation of underwriting pro- 
cedure. 
future practices has yet been given, but 
it is believed that some change will be 
necessary for the future if similar litiga- 
tion is to be avoided. 

Was Unusual Case 


The case, known as Jennie M. Rascoe 
vs. Federal Life of Chicago, arose in 
Nashville over a claimant under an ac- 
cident policy. The clammant had been 
paid indemnity from the time of the 
accident, an injury to the knee in a rail- 
road car in 1922, until 1923. Then, upon 
advice of a number of competent physi- 
cians, the company denied further lia- 
bility on the basis of permanent and 
total disability. Suit was immediately 
brought by the claimant and at once 
removed to the United States district 
court where a bill in chancery was filed. 
This remained on the docket for two 
years and then when called was trans- 
ferred to the law docket without pre- 
vious Warning, so that the company did 
not have an opportunity to present a 
law case in its most finished form. The 
court refused to grant time to prepare 
the case and it was necessary to proceed 
at once with the hearing. 

During the hearing the counsel for 
the claimant secured from the com- 
pany’s own agents, from information in 
his rate book, the life expectancy of a 
person at the age of the policyholder 











ing that he wished to get all points of 
view and all available information before 
deciding what action, if any, the depart- 
ment would take. 


Want Commissions Changed 


During the discussion that followed it 
transpired that these very matters have 
been debated before several recent meet- 
ings of the Group Association, which is 
made up of all the larger companies, 

(CONTINUED ON PAGE 12) 


No definite consideration as to | 
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LOSS TREND. OF GROUP 
INSURANCE IS SHOWN 


INCREASE IN SIZE, AMOUNT 
Report of Equitable Life of New York 
Tells of Changing Conditions 
Now Encountered 


According to an announcement made 
by the Equitable Life of New York at 
the completion of last month’s figures 
of claims paid, a little over $4,500,000 


was disbursed by the company in No- | 


vember in payment of 1,193 claims. 
Group insurance death claims are in- 
cluded in this report and represent 37 
percent of the total death claims paid. 
A comparison of this percentage with 
the proportion of last November's group 
death claims to the regular death claims 
indicates an increase this year of 3 per- 
cent in the proportion of group pay- 
ments. This rise has been evident to 
a greater or lesser extent since group 
insurance became established and is ex- 
plained by the constant increase in the 
proportion of group business to regular 
business written. The figures for these 
percentages are based on the number 
of claims paid. In addition, a further 
examination of last November’s report 
shows that the average amount of the 
group claims paid has also risen about 
$200, from $1,344 to $1,549, 
Vice-president W. J. Graham, in 
charge of group insurance for the Equi- 
table, attributed this advance to three 
factors: The annual increases in insur- 


| ance in force which take place in a large 





number of groups written on the serv- 
ice plan; a general advance in the 
amount of insurance taken for the in- 
dividual employes, traceable to wide- 
spread business prosperity and _ the 
firmer establishment of group insurance 
each year; and a marked tendency 
among companies already insured to 
give their employes additional insurance 
on the contributory basis. 


and the commuted value of life indem- 
nity for that expectancy. Although it 
was protested that the claimant was 
not a well person to whom the table of 
life expectancy applied and that neither 
recovery nor sudden death was contem- 
plated in the case of the individual risk 
and one not in perfect health at that, 
the court decided for the plaintiff and 
handed down a judgment of $21,519. 
This case is of importance for a num- 
ber of reasons, but notably for the 
reason that it gives precedent for the 
transfer of claim litigation from the 
chancery court to the law court. That 
is the cases may be considered as dam- 
age suits rather than as the simple ques- 
tion of liability. It creates a problem 
for the underwriter and the claim man 
as it will create a hazard in connection 
with every claim rejection. Further- 
more it is dangerous precedent in that 
the court commuted the life indemnity 
for the life expectancy of the policy- 
holder and such a_ general practice 
would prove a serious drain on the com- 
pany treasury. The case now stands, 
however, as originally decided and, 
being a United States Supreme Court 
decision, is of vital importance through- 
out the country for both life under- 
writers and disability underwriters. 


EXECUTIVES COMMENT 
| ON YEAR’S BUSINESS 


|Some Interesting Features That 
Have Developed in the Life 


Insurance Field 


SEE FEW BIG INCREASES 


| 
| Some Companies Have Used Forced 


Methods in Stimulating Production 
to Keep Record Up 


NEW YORK, Dec. 30.—Life insur- 
ance executives in reviewing the year 
and studying the conditions confronting 
them have some interesting comment to 
make. The last two years or so there 
|has been an intense drive on part of 
some companies for new business, They 
realize that following the inflation pe- 
riod in the war time it was necessary to 
hit a strong pace to keep anywhere near 
that roseate record. Hence various de- 
vices have been resorted to in order to 
stimulate business. New fangled notions 
have been introduced. Wholesale 
methods have been adopted. Undoubt- 
edly at this time there is considerable 
strain to reach an objective. Agency 
executives have used the lash in order 
to force general agents to meet their 
quotas. The general agents in turn 
have had to apply the whip on the so- 
liciting agents. 
Unnatural Striving for Bifect 





Seemingly there has been an unnat- 
ural striving for effect. This has been 
costly and undoubtedly the lapse ratio 
has increased because of it. There are 
a number of companies that have kept 
along the even tenor of their way and 
have not departed from conservative 
methods. They have not reached out so 
strong for volume. A few companies 
that greatly expanded their organiza- 
tion and built fires in all directions have 
| drawn in considerably in 1926. The 
expansion process was found to be too 
expensive. 

Business in the Cities 


Life companies have found that in 
the last five years business has come far 
more easily from cities. A number of 
companies had their business built very 
largely on country production. While 
some farm sections continued to be pros- 
perous large areas were depressed. The 
farmers have not made money. Com- 
panies loaned on policies until the 
equity was gone. The lapse ratio in the 
country districts therefore has been 
higher than usual. The companies in 
experimenting found that for every dol- 
lar spent on city and town business the 
yield was greater than the same amount 
of money spent in the country. The 
tendency is therefore to build up a town 
organization. Companies that have been 
relying on the rural communities are 
now getting to the towns, 

In connection with farm business al- 
most all companies that had farm mort- 
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SAM W. STURM IS HELD 
GUILTY OF REBATING 


CONN SUSPENDS HIS LICENSE 





Ohio Superintendent Rules That Ac- 
ceptance of Premium Note Without 
Interest Violates State Law 





CINCINNATI, Dec. 29.—Sam W. 
Sturm of this city, leading producer of 
the Mutual Benefit Life, was declared 
guilty of violating the anti-rebate laws 
of Ohio by Superintendent Harry L. 
Conn, at the final hearing of the case 
in Cincinnati last week. The case 
reaches back a year or more to the time 
when Mr. Sturm was first called before 
the Ohio department on the ground 
that he was taking premium notes for 
the first three years without interest, 
or at a less interest than 6 percent, 
which was the legal rate fixed by Su- 
perintendent Conn. The present case 
was made more serious for Mr. Sturm 
because of this previous notice and the 
interpretation of the law at that time 
that the taking of premium notes with- 
out interest or at less than 6 percent 
constituted rebating. 


Precedent Is Established 


It was found that Mr. Sturm has 
followed the practice subsequently, and 
while Mr. Conn suspended his license 
only until Feb. 1, his condemnation was 
severe and he upheld the position of the 
Cincinnati Life Underwriters Associa- 
tion in practically every particular. Al- 
though the punishment was made a 
light one, there is no question where 
the superintendent of insurance stands. 
Mr. Conn was reluctant to impose what 
would have been a very severe penalty 
had Mr. Sturm’s license been revoked 
permanently, and sought some middle 
ground, at the same time wishing to 
emphasize the fact that there was a 
direct violation of the law. As a result 
of this case the practice of throwing 
off interest on premium notes in Ohio 
is outlawed and the precedent estab- 
lished in the Sturm case will make 
it very dangerous for any agent who 
follows such a practice in the future. 


Ridicule “Genius” Idea 


The hearings were attended by the 
leading life insurance men of the city, 
who felt that their motives were im- 
pugned by ex-Governor Harmon, Mr. 
Sturm’s attorney, who charged that the 
prosecution grew out of jealousy of a 
life insurance genius. Judge Nichols, 
attorney for the underwriters, ridiculed 
the idea that a man is a genius who 
gets his business through financing the 
wealthiest men of the city in their pur- 
chase of life insurance by granting them 
extensions of credit without interest, 
which are not given to the poor man. 
He said that the rebate laws were put 
on the statute books for the protection 
not of the agent but of the public and 
that the purpose of the law was to 
place all on an equal footing. 


Practice Is Widespread 


This is one of the notable cases on 
the rebate question in the history of 
life insurance and Judge Conn’s decision 
may have some bearing on the insidious 
practice which has been growing in 
various parts of the country by which 
big writers able to finance their clients 
have given a preferential rate through 
throwing off the interest charges to the 
wealthiest and largest buyers of life 
insurance, It is said that the practice 
originated in Chicago where one of the 
largest writers of the country worked it 
for years. On a basis of 6 percent 
interest, the taking of notes for three 
years without interest amounts to a 
rebate of at least 36 percent. 


Ruling Has Weight 
Judge Conn’s position as president of 
the Insurance Commissioners Conven- 
tion is an important one and his care- 
ful investigation of this case, with coun- 


RAPID STRIDES MADE 
BY GROUP INSURANCE 


GREAT INCREASE IS SHOWN 





Equitable Launched It in 1911 and It 
Has Now Grown to $5,700,000,000 





Since President William A. Day of 
the Equitable Life of New York intro- 
duced group insurance in 1911, it has 
reached a volume of insurance on the 
working people of this country nearly 
double that of the $3,400,000,000 of in- 
dustrial. insurance carried by the 32 in- 
dustrial life companies in the same year 
of 1911. 

The year closing marks the most im- 
portant milestone in group insurance. 
Since the Equitable Life wrote the first 
group insurance policy on Montgomery 
Ward & Co. for 3,000 employes with a 
coverage of $6,000,000, the business has 
traveled at a rapid pace. The follow- 
ing table shows the progress made in 
this field: 


Group insurance in force 

. — eee 13,172,198 
Group insurance in _ force 

ek eee 31,202,014 
Group insurance in force 

a Ws Min hde secaewes 64,467,545 
Group insurance in force 

ee Gy a eee es a¥aeses 99,049,326 
Group insurance in force 

BPOG, Thy BeBe ecesecedoces 152,859,349 
Group insurance in fore 

se SS errr 346,525,472 
Group insurance in force 

st > eae 627,008,490 
Group insurance in force 

ke SS eee 1,145,786,131 
Group insurance in force 

OS rere 1,662,327,449 
Group insurance in force 

Sy. Gils. Mb 040 60cs8neuve 1,598,742,713 
Group insurance in force 

i a Men6eccKwnce ss 1,847,139,277 
Group insurance in force 

Dec. 31, ess thenqnawtee 2,468,935,567 
Group insurance in force 

es Mile , Bn 0060080400 N6 3,194,576,412 
Group insurance in fore 


e 
ce rrr 4,299,271,187 
insuran 


ce in force 

Dec. 31, 1926 (estimated). 5,700,000,000 

Of the amount in force Dec. 31, 1912, 
the Montgomery Ward contract sup- 
plies $6,307,734. The balance was made 
up of $6,864,464, of which $6,640,722 
was issued by the Equitable and the 
remainder of $223,742 by progressive 
companies which were competitors for 
the Montgomery Ward case and which 
followed the Equitable into the group 
field. Group insurance is the branch 
that has held up best in recent months 
and shown the greatest rate of increase, 
in fact, preventing the showing of de- 
creases in some months. 








sel on both sides of such caliber as 
ex-Governor Harmon and Judge Nich- 
ols, will no doubt have a wide influence 
throughout the country. The legal 
ground was gone over thoroughly and 
many cases cited. Judge Nichols clearly 
showed that a salesman by being able 
to offer special concessions of this sort 
in large cases to shrewd business men 
who in purchasing analyze the cost and 
advantages down to the last dollar, may 
easily take the cream of the large busi- 
ness in every city and that it is often 
only a very small advantage that decides 
the placing of a large case. He main- 
tained that Mr. Sturm had been getting 
much of this business which might have 
gone to other agents. 





New District of Columbia Code 


Legislation providing a new code for 
legal reserve life insurance business in 
the District of Columbia has been in- 
troduced by Congressman Zihlman of 
Maryland. 

The Zihlman bill is similar to the 
measure introduced in the Senate last 
session by Senator Sackett of Kentucky, 
and has the approval of District officials 
and life insurance representatives. It 
covers both domestic and alien compa- 
nies and deals with every phase of the 
business. 





EVEN BREAK WITH LAST 
YEAR, MINNESOTA VIEW 


LITTLE CHANGE IN TOTALS 





Good Gains Early in Year Wiped Out 
by Decline in Business Since 
Midsummer 





ST. PAUL, Dec. 30.—Life insurance 
sales in Minnesota for 1926 will about 
break even with 1925. This is the con- 
sensus of general agents in St. Paul. An 
unfavorable year for Minnesota farmers 
upset what promised to be a fairly suc- 
cessful year for life insurance, but what- 
ever gains were made the first half of 
the year have been wiped out by gener- 
ally declining business since midsummer. 

Several agencies here will come 
through the year with fair increases over 
1925; others will just about break even 
and a few will register moderate losses. 
There is no real uniformity in reports 
from general agents, outside of the fact 
that business for the last half of the 
year has not been up to normal. Condi- 
tions in the rural sections have been 
unfavorable from the production stand- 
point, while in the larger cities there 
has been curtailment in certain indus- 
tries which has affected employment and 
naturally this has affected life insurance 
sales. 

Lapses Not Above Normal 


Lapses, however, have not been abnor- 
mal and have been confined largely to 
new business. There has been some 
borrowing on policies, but this is not re- 
garded as unusual. 

O. J. Lacy, vice-president and agency 
director of the Minnesota Mutual Life, 
expressed satisfaction with the business 
done by his company in 1926 and was 
optimistic over the prospects for 1927. 
He said that despite low prices for cot- 
ton, the Minnesota Mutual would come 
through the year with a good gain in 
some of the southern states. 

The St. Paul office of the Guardian 
Life, which takes in part of southern 
Minnesota and northern Wisconsin, will 
show a fair gain over last year, E. N. 
Ojistad, general agent here, said. One 
thing that is cutting down business in 
the country at present is the heavy snow 
over most of the state, which is hamper- 
ing the rural agents in getting around. 


Special Drives Disappointing 


Langford & Fahey, general agents for 
the Northwestern Mutual, said their 
business in St. Paul and for the state 
would just about break even with 1925. 

Special drives which some of the 
agencies have put on the past few 
months have not brought the business 
counted on. The proportion of large 
policies written in 1926 was about nor- 
mal, most agencies reported, but the 
medium and small policies have been in- 
clined to fall off the last few months. 

There have been bright aspects of the 
business during the year, however. Sev- 
eral individual producers have set new 
high records in 1926 and companies 
which write group insurance have placed 
several large contracts in this field. 








New Member of Actuarial Firm 

Jonathan G. Sharp has been admitted 
to membership in the firm of Wood- 
ward, Fondiller & Ryan, consulting ac- 
tuaries of New York City, as of Jan. 1. 
Following his graduation from Toronto 
University in 1920 Mr. Sharp was con- 
nected with the actuarial department of 
the Metropolitan Life, entering the serv- 
ice of the firm of which he has just 
been admitted to partnership five years 
later. 


Southern Union to Expend 
President Thomas W. Poyner an- 
nounces that the Southern Union Life 
of Fort Worth, Tex., will after the first 
of the year operate in other states west 
of the Mississippi. The company now 


AGENTS WILL HOLD 
ANNUAL CONVENTION 


THREE DAY SESSION PLANNED 
Business Men’s Assurance to Have Club 
Meeting at Kansas City, 

Jan. 46 





The annual convention of the 1,000 
Club of the Business Men’s Assurance, 
the organization of the leading produc- 
ers of the company, will be held at the 
Hotel Baltimore in Kansas City, Jan. 
4-6. An elaborate business and enter- 
tainment program has been arranged by 
President W. T. Grant, closing with an 
evening of entertainment and the annual 
banquet which will be broadcast over 
a local radio station. 


Welcome by Mayor 


The agents will be welcomed by 
Mavor Beach of Kansas City and Presi- 
dent Lou Holland of the chamber of 
Commerce, Walter M. Jones, supervisor 
of the Salt Lake City branch, respond- 
ing for the agency force. After the 
club’s reports are heard and the an- 
nouncement and introduction of new of- 
ficers and directors completed, the ses- 
sions will be devoted to a discussion of 
the field problems. J. C. Higdon, sec- 
retary of the company, will make an 
announcement of the company’s plans 
for 1927 and its new features to be 
offered in the coming year. Some hu- 
man interest claim stories will be told 
by H. H. Sprinkler, claim adjuster. 
Dix Teachenor, $1,000,000 producer of 
the Kansas City Life, will be a guest 
at the first day’s session and will speak 
on “Methods That Guarantee Success.” 


Officers to Speak 


At the morning session on the sec- 
ond day talks will be given by L. D 
Ramsey, treasurer; J. H. Torrance, vice- 
president; Chlo Peterson, secretary to 
the president, and E. J. Montague, di- 
rector of the field service department. 
That session will be closed by a talk 


‘on “Characteristics That I Look for in 


Selecting Men for Big Responsibilities,” 
by Theodore Gary, president of the 
Theodore Gary & Co. The afternoon 
session that day will be largely given 
over to an open forum on field methods, 
presided over by L. L. Graham, chief 
claim adjuster. An opportunity will be 
given at this session for the agents to 
discuss their problems concerning policy 
provisions, claim settlements or sales 
problems. 

On the last day Frank W. Pennell, 
$1,500,000 producer of the Hoey & Elli- 
son agency in New York City, will 
speak on “Merchandising Life Insur- 
ance.” S. A. Long, wholesale distribu- 
tor of Frigidaire at Wichita, Kan., 
will speak on “Getting Things Done. 
A. W. Hogue, vice-president in charge 
of sales, will speak on “The Company's 
Relationship to the Agency Force” and 
the convention will be closed with an 
address by President W. T. Grant. 

In addition to the meeting of the 
1,000 Club, all branch office supervisors 
will gather on the day preceding the 
agency convention for a conference with 
the home office officials. 


Form Hartford Actuaries’ Club 


At a dinner held in Hartford _lasf 
week the Life Actuaries Club of Hart- 
ford was inaugurated, 31 Hartford actu- 
aries being present out of 48 eligible to 
membership. The purposes of the club 
is to hold informal discussions about 
once a month on subjects concerning 
the problems of actuaries. The club 1s 
formed of members, either fellows oF 
associates, of the two life actuarial soc!- 
eties, the Actuarial Society of America 
and the American Institute of Actuaries. 
The following were appointed as 4 
nominating committee to report a slate 
of officers to the next meeting to be held 
next month: Henry S. Beers, Thomas 





writes only in Texas and Oklahoma. 








K. Dodd and C. Manton Eddy. 
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LIFE MEN’S VIEWS ON 
INSTALLMENT BUYING 





Varied Expressions Show Agents 
About Evenly Divided on 
This Feature 





ARGUMENTS PRO AND CON 





Regarded As An Aid by Some, Though 
Others See It As Detriment to 
Business 





The subject of installment buying 
which has been of particular interest to 
automobile underwriters and those con- 
nected with the automobile business has 
found an echo of interest among life 
underwriters. Life insurance men are 
expressing varied views on the question 
of the soundness and advisability of this 
sales aid. While a number of life 
underwriters appear to look on install- 
ment buying as a detriment to the busi- 
ness, there are many who regard it as 
an actual aid to the development of 
thrift and life insurance as a part of the 
thrift program. 


See Thrift Development 


It has been pointed out by one com- 
pany official that the development of the 
monthly payment plan in connection 
with general merchandise has been of 
invaluable aid to the life insurance busi- 
ness itself. -It has strengthened the 
thrift habit among the public as a whole 
and has been of great aid in developing 
a public appreciation of a definite sav- 
ings program. He believes that it has 
been an aid to the extent that the agent 
finds the majority of his prospects suffi- 
ciently sold on the need of a definite 
savings program that he can launch im- 
mediately into the sale of a specific in- 
surance contract and not go through the 
initial stage of selling a thrift program. 

Many cite the figures of the past two 
years to show the actual development 
of life insurance and general thrift in 
perfect step with the development of in- 
stallment buying, pointing out that they 
are all a part of the entire era of pros- 
perity. They cite the increase in life 
insurance sales from $9,000,000,000 in 
1913 to $16,000,000,000 in 1925, similar 
increases in savings accounts in national 
and state banks and a like development 
in building and loan association saving. 
It is claimed that while this general 
growth of thrift has not been definitely 
connected with installment buying, the 
thrift habit has been aided by the time 
payment plan and a growth in the 
budgeting of the average income. 


— 


Answers the Argument 


One agency manager, however, points 
out that the figures cited to show the 
parallel growth of installment buying 
and various thrift programs are not of 
particular significance. He points out 
that in 1925 while the country was pay- 
ing well over $6,000,000,000 for mer- 
chandise bought on the time payment 
plan this same public put considerably 
under $500,000,000 into new life insur- 
ance, and only slightly over $1,000,000,- 
900 in new savings accounts. He said 
that the savings of previous years and 
the life insurance purchased in previous 
years or the total face values could no 
more be compared with the total of in- 
stallment purchases than the total of 
general merchandise long since paid for 
on the installment plan. New purchases 
only are comparable. Thus he believes 
it was a criticism of installment buying 
rather than an endorsement of it to 
quote recent figures. He did not be- 
lieve it was indicative of a general thrift 
program to say that the public puts over 
$6,000,000,000 into merchandise pur- 
chases, exclusive of real estate, on the 











OCTOBER DEATH RATE 
SHOWS AN IMPROVEMENT 


MORTALITY RECORD ANALYZED 


Metropolitan Life Reports Experience 
For the Month on Its 17,000,000 
Industrial Policyholders 


The Metropolitan Life in its monthly 
health record reports that the health 
situation in the industrial population 
of the United States and Canada shows 
an improvement in October as com- 
pared with the same month of 1925 
and with the preceeding month of 1926. 
The death rate, 7.9 per 1,000, shares 
with October 1921, and 1922, the dis- 
tinction of being the lowest ever re- 
corded for October. The rate in Oc- 
tober of 1925 was 8.1. 


No “Flu” Epidemic Seen 


The statement is of special interest 
because reports from different sections 
of the country have indicated that cases 
of influenza are increasing. The Met- 
ropolitan states that up to Nov. 13, 
the records of the industrial depart- 
ment ot the company on more than 17,- 
000,000 persons show nothing more than 
the expected seasonal rise in the death 
rate from influenza and penumonia. The 
death rate in October for the two dis- 
eases combined was 55.6 per 100,000. 
In fact the death rate from influenza 
and pneumonia declined below that reg- 
istered for October of 1925, when the 
rate was 60.1. Furthermore, in both 
the first and second weeks of Novem- 
ber, the combined mortality from the 
two diseases was lower than in the 
corresponding weeks of 1925, at a time 
when no particular anxiety was being 
manifested about any impending out- 
break of influenza. The report states 
that current low rates for heart disease, 
Bright’s disease and cerebral hemor- 
rhage also indicate that the kind of influ- 
enza now prevailing is not the virulent 
type. 

Record Was Good 

_The mortality from each of the prin- 
cipal epidemic diseases of childhood was 
low in October although the diphtheria 
death rate rose rather sharply from 6.5 
per 100,000 in September to 10.5 in Oc- 
tober, as compared with 9.7 in October 
a year ago. Tuberculosis, diarrheal dis- 
eases and puerperal conditions showed 
improvement over October 1925. 

Suicides continue to be reported in 
unusual numbers. If the present rate 
continues for the year, the figures re- 
corded for 1926 will be higher than for 
any year since 1921, and may even ex- 


ceed the rate for that year in which 
event it will be the highest recorded 
since 1917. Automobile fatalities were 


fewer than in October of 1925. 

The general death rate for the large 
cities of the United States in October 
was 11.5 per 1,000 which was a little 
higher than for the previous month and 
slightly below the rate for Octoher 1925. 


installment plan at the same time that it 
puts only $500,000,000 in life insurance 
and $1,000,000,000 in savings accounts. 
Another life underwriter cited a num- 
ber of specific cases to demonstrate the 
reason he believes the plan was not an 
economic benefit and was 
detriment to the life insurance business. 
One in particular was mentioned, the 
case of a young man who had just 





SALARY DEDUCTION PLAN 
FOUND UNSATISFACTORY 


BUSINESS OF POOR QUALITY 


Equitable Life of Iowa Has Changed 
Requirements for Accepting 
Cases of This Type 


R. C. McCankie, assistant actuary of 
the Equitable Life of Iowa, states that 
the company’s experience with the 
salary deduction plan of insurance has 
been very disappointing. Inasmuch as 
other companies are reporting the same 
results, Mr. McCankie’s comment is of 
interest. He says: 

“Our experience on salary deduction 
or budget insurance is comparatively 
short as we have only had the business 
on the books since December, 1925. 
However, it did not take long to prove 
that the type of business we received 
was not coming under the classification 
which we hoped for. Our idea of 
salary savings is to take care of the 
individual who is in receipt of a monthly 
salary which he budgets for various pur- 
poses. We hoped to get a policy rather 
larger than our average as a result of 
extending this monthly payment to such 
individuals. 

Practically Industrial Business 


“Instead of getting this type of busi- 
ness, we got a great deal of what was 
practically industrial business, i.e., busi- 
ness upon which the monthly premium 
in quite a few instances was less than 
$2 or the equivalent of less than 50 cents 
a week. This type of business was writ- 
ten poorly and bought heedlessly with 
very little thought of the value of in- 
surance. This was evidenced in one case 
particularly where we found that after 
the case was written, which under the 
rules required at least ten lives and an 
amount of insurance not less than $1,000 
on each life, we are left with only two 
policies with an aggregate annual pre- 
mium of $4.62, with all the bookkeeping 
and detail work necessary to handle on 
a monthly basis. 

“We do not feel that this business 
can not be sold on a satisfactory basis 
but believe that an essential feature is 
to establish a fairly substantial mini- 
mum premium, not less than $5 per 
month; otherwise the cost of handling 
the business is out of proportion to the 
‘amount collected with the premium and 
it is likely that some individual will be 
talked into taking the policy merely for 
the purpose of completing the group 
necessary to establish the system. 





Change in Requirements 


“We have reduced: the number neces- 
sary to establish a group to five and we 
believe that with this number and a} 
minimum premium of $5 monthly we are | 
more likely to get better groups; the | 
insured is more likely to get proper ser- | 
vice and have his individual needs more 
fully considered instead of being sold | 
on the basis of merely filling out some | 
group and being persuaded to take $1,000 
of insurance on this idea. In other words, 
we feel that every applicant is entitled 
special consideration of his own | 


to a 


| particular problems and that in any at- | 


actually a/| 


moved to the city and was prospering. | 


He had a good salary, owned a fine 
home, partly paid for, and had a bright 
outlook in general. The 
buying fever caught this individual, how- 
ever, and he was shortly continuing the 
payments on his home, buying a radio, 
a piano, an automobile and a number of 
other things on time, so that within a 
very short time his entire income was 
mortgaged for the future and instead of 
having a surplus he was far in debt. In 
this case the installment buving fever 
had ruined a good life insurance pros- 
pect and had presented such a compli- 


installment | 


tempt at mass selling, this feature is | 
very frequently overlooked and _ the} 
individual is possibly considerably under- 
sold and given a policy which in all | 
probability does not meet the needs of | 
his particular situation.” 


cated financial problem to this particular | 
individual that he admitted later he had 
frequently considered suicide. This was 
but one example. This life underwriter 
said that many more of a like nature 
could be cited and he believed that a 
startling number of those who had been 
sold on the benefits of installment buy- 
ing could be found in similar circum- 
stances. He believes that it actually 
reduces the possibilities of the life in- 
surance agent and kills many a good 
prospect in the making. 





SEEK DATA FOR STUDY 
OF ACQUISITION COST 


Superintendent Beha Finds Word- 
ing of New York Law 
Confusing 








EFFECT UNSATISFACTORY 





Section 97 Has Resulted in Abnormal 
Stimulation of Term and Non- 
Medical Business 


NEW YORK, Dec. 29.—The recent 
action of Superintendent Beha in calling 
upon life companies doing business in 
the state to furnish him with two copies 
of all agency contract forms now in use 
had something more behind it, it now 
transpires, than the mere desire of bring- 
ing the department's records up-to-date. 
That desire did largely actuate the 
move, but the department was also seek- 
ing data upon which to base a study of 
several perplexing problems growing out 
of section 97 of the state code, which 
sets definite limitations upon the acqui- 
sition costs a company may incur in 
writing business in this state. 

Stimulate Term and Non-Medical 


Section 97 was first adopted in 1906, 
but has never proved altogether satis- 
factory because of its ambiguity on 
many important points. Apart from 
that, the department is more and more 
persuaded that it should be changed or 
amended in due course of time, because 
in its present form it tends toward an 
artificial stimulation of two particular 
classes of business, term and non-medi- 
cal. The department has no objections to 
term and non-medical insurance as such 
and in their proper place and propor- 
tions, but it argues that no law should 
stimulate one or two classes of business 
to the disadvantage of other classes. If 
it were possible, the department would 
welcome some practical amendment re- 
quiring each different type of policy to 
stand on its own feet so far as acquisi- 
tion cost to the company is concerned. 


Take General Coverage 


As section 97 stands at present, a cer- 
tain fixed percentage of premium on all 
the different types of policies written by 
a company is thrown into a pot. Each 
different type of policy makes the same 
contribution per $1,000 of insurance 
written. The total proceeds in the pot 
determine the maximum limit a com- 
pany may spend in acquiring business. 
In practice term and non-medical busi- 
ness are artificially stimulated by this 
arrangement. - The expense of writing 
term insurance is less per unit than for 
writing ordinary business or endow- 
ments, on which the acquisition costs 
are frequently much above the general 
average. Some companies, therefore, 
encourage the sale of term insurance be- 
yond a reasonable limit for just one rea- 
son: The expense money saved in writ- 
ing term policies is used to pay the 
higher acquisition cost of writing more 
desirable classes of business. In other 
words, term business is artificially stim- 
ulated in order to increase the produc- 
tion of ordinary business. 

Some Medical Fees 


Section 97 has a like effect upon non- 
medical business. Most of the smaller 
and newer companies, particularly the 
smaller non-par companies, frequently 
find themselves very limited in their op- 
erations by the limitations placed upon 
their expense accounts. Some of these 
companies, therefore, when they desire 
to save money for development and ex- 
pansion, push non-medical policies more 
than they ordinarily would and devote 

(CONTINUED ON NEXT PAGE) 
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For the 
New Year 


It is our wish that 


in 1927 


Our fellow workers 
with the various 
companies shall 
enjoy the same 
boundless prosper-~ 
ity which this com- 
pany will endeavor 
to bring to its own’. 
workers under the 
Square Deal Agen- 
cy Contract. 


Natjocnal 


Insurance Company 


1 West Main Street 
Madison. Wisconsin 














MILK SICKNESS HELD 
AS ACCIDENTAL DEATH 


IS DECISION IN NEW MEXICO 


Supreme Court Rules on Claim Filed 
Against Kansas City Life for 
Double Indemnity 


In Buel vs. Kansas City Life, supreme 
court of New Mexico, 250 Pac. 635, the 
company issued a policy which contained 
a double indemnity clause. The in- 
sured died from the effect of milk sick- 
ness, which was caused by drinking milk 
that had been poisoned by the cows eat- 
ing golden-rod. 


Liahility Was Denied 


The company paid the beneficiary the 
sum of $2,000 which was the face of the 
policy for death, but denied that the 
death had been caused by accidental 
means within the double indemnity 
clause of the policy. The beneficiary 
accepted the $2,000 and_ thereafter 
brought the instant action to recover an 
additional $2,000 under the double in- 
demnity clause. 

The trial court held that the death of 
the insured was accidental and rendered 
judgment in favor of the beneficiary for 
the additional $2,000. On appeal the 
higher court in reviewing the record in 
respect to whether or not the insured’s 
death had been caused by accidental 
means, said: 


Compared to Poison 


“Evidence was adduced tending to 
show that milk sickness is an infectious 
disease; is considered a fatal disease; 
that it occurs in epidemics; that pa- 
tients have relapses; that the germ 
causing such disease has been isolated, 
and is known to the medical profession 
as bacillus lactamorbi. Relying upon 
this evidence, appellant contended at the 
trial, and now contends, that the cause 
of death was shown to be an infectious 
disease like typhoid fever, and not the 
effects of an injury through external, 
violent, and accidental cause. * * * 

“Appellant does not seriously ques- 
tion the practically uniform holding that 
death from _ poison, unintentionally 
taken, would be within the terms of this 
policy. So we find it unnecessary to 
cite the many decisions to that effect. 
It does contend, however, that this pol- 
icy does not contemplate liability for 
death from disease, and that, if milk 
sickness is a recognized infectious dis- 
ease, similar to typhoid fever, the judg- 
ment cannot be upheld. * * * 


No Express Exclusion 


“In the case at bar there is no express 
exclusion of liability for death result- 
ing from disease. Whether milk sick- 
ness is a disease is entirely immaterial, 
unless that fact of itself precludes a 
holding that it effected an injury 
through external, violent, and acciden- 
tal cause. If we are to admit, as is 
generally held, that there is liability for 
death resulting from introduction into 
the system of a poisonous substance, 
injuring the body by causing lesions of 
the organs, what good reason is there 
for denying liability where the same 
final result is produced by toxins, per- 
haps generated within the body, but 
caused by bacilli introduced from with- 
out? Such a distinction is not war- 
ranted by the decisions.” 


Consider Claim Release 


The court next turned to the question 
of whether or not the acceptance of 
the $2,000 by the beneficiary constituted 
an accord and satisfaction which would 
preclude a further recovery under the 
policy. In this connection the court, 
among other things, said: 

“The trial judge considered that the 
release, signed by the appellee, did not 
constitute an accord and _ satisfaction 
barring a recovery. His theory was that 
appellant’s liability for $2,000, in any 
event, was not disputed, and that the 
payment of that sum was no considera- 








tion for a release of fhe additional 
sum, * * * 

“In the case at bar it cannot be ques- 
tioned that the parties agreed, by the 
policy, upon the amount of the indem- 
nity. There never was dispute as to lia- 
bility for $2,000 because of the death of 
the insured. There was dispute as to any 
liability for accidental death, but none as 
to the amount to be paid if the death 
were accidental. By the payment made, 
appellee obtained nothing to which she 
was not entitled, and appellant gave up 
nothing it could rightfully retain. 

“Unable to accede to any of appel- 
lant’s contentions, we affirm the judg- 
ment and remand the cause, and it is so 
ordered.” 


Hearing in Yeomen Suit 


The hearing at Des Moines on the 
affairs of the Brotherhood of American 
Yeomen before Referee Walter Stewart 
is progressing slowly, the counse! for 
the plaintiffs striving to prove that the 
Yeomen were negligent in buying and 
making loans. 

The suit is one asking for an injunc- 
tion to prevent the collection of new 
Yeomen insurance rates provided in a 
recent rerating and to secure-an account- 
ing of a $4,000,000 reserve fund. 


Salaried Men to Meet 


The salaried field men, managers, in- 
spectors, etc., attached to the Continen- 
tal Casualty and Continental Assurance 
of Chicago and the Trans-Continental 
Fire will be in that city Jan. 4-6 for a 
conference with the officials. 








SEEK DATA FOR STUDY | 
OF ACQUISITION COST 


(CONT’D FROM PRECEDING PAGE) 


the money saved on medical fees to 
stimulate production in other fields. The 
smaller mutual companies are not so 
vitally affected because the loadings on 
their premiums are higher and conse- 
quently more money on a percentage 
basis goes into funds for acquisition 
costs. 
No Hasty Action Probable 





- 

If it were possible to work out some 
practical scheme, this artificial stimula- 
tion of term and non-medical business 
might be remedied by -putting the pre- 
mium percentages of each different type 
of policy into separate accounts. Term 
and non-medical business, then, would 
not be contributing to the support of 
ordinary and other classes of business. 
Each would stand on its own feet so far 
as acquisition cost is concerned. While 
the New York department feels that 
some beneficial changes might be made 
in section 97, it is not prepared to take 
action until the matter has been very 
thoroughly and carefully studied, and it 
is therefore quite unlikely that it will 
make any recommendations to the legis-, 
lature this year in regard to changing or 
amending the state code. 


Liberal in Application 


Contrary to the general belief, officials 
of the department do not feel that sec- 
tion 97 so drastically limits expense that 
companies entering the state for the first 
time are at a distinct disadvantage 
competing with the old established com- 
panies. The department has always rec- 
ognized that companies entering the 
state are bound to incur expenses in the 
beginning which are above the average 
for companies that have been operating 
here for some time. Recognizing this 
and wishing to encourage those toreig® 
companies that wish to enter the state, 
the department has always interpreted 
section 97 in such a way that the ab- 
normal expense of opening a new office 
and doing other necessary things have 
never been included as part of the new 
company’s acquisition costs for its frst 
year. 


Don’t be elated when you are flatter- 
ingly compared with another—it may b¢ 
done to depreciate the other fellow. 
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THE CHANGING ORDER 


Few people realize how completely the age of individuality in living has passed 
away. 
Not so long ago the farmer raised everything that his family ate, except 
sugar, tea and coffee, and some made their own sugar and a coffee of sorts. 


He and his wife and the boys and girls manufactured nearly everything they 
wore. That was independence, but it made life hard and narrow. 


At first slowly, then very rapidly, the great change has come. Everybody is 
a specialist, and everybody depends on others. Life has become co-operative. 


As a result the producing individual becomes increasingly powerful and 
valuable. But tragedy and disaster usually follow his premature death or dis- 
ability. 

Through death or disability the producer defaults in the co-operative con- 
tract and, so far as his dependents are concerned, the entire social program breaks 
down, unless the value of the worker can in part be translated into cash, enabling 
dependents to go on with the contract. 


This calls for a co-operation which outreaches both disability and death. 
Life Insurance on the mutual plan outreaches both death and disability. 


For the mass of men who die in their producing years, with few assets except 
their earning power, Life Insurance is as necessary as water under a ship or steam 
behind the piston rods of a locomotive. 


Society would have had to invent Life Insurance as it progressed into the era of 
co-operation had Life Insurance as a matter of fact not illustrated and applied the 
principle of co-operation long before it appeared in industry and living. 

LIFE INSURANCE IS THE INDISPENSABLE COROLLARY OF 
THE MODERN PROGRAM OF LIFE. 


It has preached and prophesied for many years. 
To its claims men now listen gladly. 


Its growth in recent years has been marvelous; but as expressed in its balance 
sheets and in its outstanding insurance, it still pitifully fails to express the value 
of human life. 


It is nevertheless unmistakably changing the picture of society. 

It is the sinking-fund which meets the demands of death—the obligations that 
mature with the passing out of every worth-while life. 

Think about these truths. 

Recognize the new order. 

Put yourself in harmony with it. 


See one of our ten thousand agents. He will complete the story. 


NEW YORK LIFE INSURANCE COMPANY 


Darwin P. Kinostey, President 
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What About 
The Year—1927? 


That is, the question many 
agents are asking them- 
selves. 


All Companies have good 
policies, competitive rates 
and operate, under the 
same laws. 


The Company that’ can 
give you the best service, 
and will help you write the 
most business is the one to 
choose. 


The Liberty Life offers to 
agents: 


Prospects; Illustrated Pre- 
approach and Follow-up; 
Local Agency Connections; 
Special Campaign to Con- 
serve Business and to In- 
crease Renewals. 


Agency openings in Kansas, 
Missouri, Nebraska, Arkansas, 
Illinois, California, Texas, Colo- 
rado, Wyoming, Washington, 
Oregon and Nevada. 


The LIBERTY LIFE 
INSURANCE CO. 


LIBERTY LIFE BLDG. 
TOPEKA : KANSAS 


Cuas. A. Moore, Vice Pres. and Manager 








“LIBERTY LIFE AGENTS DRIVE SORROW FROM TOMORROW” 





Re 





It Pays — 


to be a regular subscriber to The National Under- 


writer. 


No man can do his best unless he is thoroughly 
equipped—and The National Underwriter equips 
every man with insurance knowledge that he can- 


not afford to be without. 


After the first of the year there are published in 
the regular editions company statistics of numerous 
kinds. A careful, thoughtful perusal of them will 
give to the reader a more comprehensive idea of 
what the various companies are doing. What your 
companies and the others are doing is of utmost 


importance to you. 


You cannot afford to be without 
THE NATIONAL UNDERWRITER 
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Legislative Counsel, 


the United States in 1926 in the so- 
called old line companies, based up- 
on figures available in November, will 


T ths new life insurance paid for in | 


approximate $13,500,000,000. This in-| 


cludes all sorts of life insurance, ordi- 
nary, industrial and group. The per- 
centage of gain over 1925 was approxi- 
mately 4.5 percent as to ordinary; pos- 


sibly 9 percent as to industrial, and ap- | 
| of insurance, including officials of com- 


proximately 20 percent as to group. It 
must be stated here, too, that exact fig- 
ures are difficult to get this early in the 
year. Further, a considerable amount of 
life insurance is often credited to ordi- 
nary life which should go into group, 
as in the case of pay roll deduction and 
perhaps other wholesale coverages. 
Increases Slightly Checked 


Analyzing the experiences of 1925, 


Manager George T. Wight of the Asso- | 


ciation of Life Insurance Presidents 
said that the percentages of increase 
that year over the business of 1924 were 
15.6 as to ordinary, 20.1 as to industrial, 
and 67.1 as to group. It is palpable, 
therefore, that the percentages of in- 
crease in 1926 have decreased all along 
the line, the group section doing the 
best in the way of keeping up percent- 
ages. 

It appears fairly safe to write at thus 
time, therefore, that there has been just 
a fair increase in volume in 1926 over 
that of 1925, but in so declaring, one 
must bear in mind that the volume for 
each year throughout the last seven 
years has been so large that it is re- 
markabie that it keeps up. Had the 
business of 1926 been done in 1919, it 


would have created an _ international 


sensation! 
Losing Personal Character 


The experiences of 1925 and 1926, | 
however, indicate the trend of affairs | 


and the reviewer naturally wonders if 
the original conception of life insurance 
as an individual and personal service 
is not likely to be overshadowed by the 
group or mass service idea? There is 
a trend in that direction and one quite 
naturally and properly asks: Is this 
desirable? 


A sufficient reply would involve a} 


mass of facts and arguments in which 


the casual reader would find little of | 
interest and which, besides, he might | 


not fully understand and appreciate. 
Among the ‘profession, however, the 
question is most important. 

Year's Business a Splendid One 


Some of the incidental features of 
1926 life insurance experiences, which 
are not debatable or controversial, but 
which make for the ultimate history of 
the institution, with prognostications 
based upon these and other experiences, 
will likely prove far more interesting. 

It may, therefore, be noted that the 
business of 1926 was a splendid one in 
all its branches, but it must not be sup- 
posed that the high peak of writing has 
yet been reached. 

It would appear from the records of 
1926 that May, July, August, Septem- 
ber and October are the poorest months 
in which to sell life insurance, while 
March and June are the best. As a 
matter of fact, every month of the year 
between July and November showed a 
decrease in percentage of increase over 
1925. Query: Were the people begin- 
ning to lose faith in things, or were 
agents reluctant, or what accounts for 
the fact? 

Many Notable Events 


Incidents of 1926 may be noted as 
follows: The spread of the wholesale 
and salary deduction idea as related to 
group insurance; the widespread inter- 
est in and discussion about total and 
permanent disability provisions in life 








THE YEAR IN RETROSPECT 


A Review of Life Insurance Progress During 1926 and the Prospects 
for the Business During 1927 


——— BY HENRY F. TYRRELL ————______— -| 





Northwestern Mutual Life 


insurance policies; the mergers of com 
panies; the organization of companies 
writing group insurance into an asso- 
ciation—an especially noteworthy event 
the interest taken by states, the District 
of Columbia and the American Bar As 
sociation in a uniform code of laws t 


| govern and control the insurance busi 


ness; the development of the Insurance 
Day idea, by means of which all branches 


panies, agents and policyholders, may 
come together for a general discussion 


| of affairs, and the adverse vote of the 
| National Convention of Insurance Com- 


missioners at its annual meeting held in 
Los Angeles in November on the re- 
port of the special committee appoinid 





HENRY F. TYRRELL 


Legistiative Counsel Northwestern Mutual 
Life 


to consider and report on the advisabil- 
ity of making the American men ulti- 
mate table of mortality permissive as 


| a legal valuation standard. 


Two Personal Changes 


As to the personal side of the expe- 
riences of 1926, two especially outstand- 
ing occurrences are noteworthy. The 
first was the voluntary retirement ot 
Thomas W. Blackburn as secretary and 
general counsel of the American Liie 
Convention. To those who are in the 
profession of life insurance, there is no 
man better known than “Tom” Black- 


| burn—nor one more loved and respected 


—and his retirement from active service 
really marks an epoch in American life 
insurance history. Fortunately, Mr. 
Blackburn retires that he may, among 
other things, devote more of his time 
and talents to the writing of papers on 
life insurance subjects—a decision and 4 
consummation which will be of inest 
mable service to the profession. 


Conn Heads the Commissioners 


The other especially noteworthy event 
of 1926 was the election of Hon. Harry 
L. Conn, Ohio superintendent . insur- 
ance, to the presidency of the } National 
Convention of Insurance Commissioners, 
that excellent association of state off- 
cials which has done such praiseworthy 
work in the supervision and control 0 
the business. Mr. Conn brings to the 
office of president an unusual mental 
and temperamental equipment. A law- 
yer by profession, he has attained to 
enviable heights in the law. He drew 
the will which created the Marsh Fou- 
dation, a testamentary trust which in- 
volves the investment and expenditure 
of millions of dollars, and he was at 
one time a member of the supreme court 
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CONTENTMENT 


; g be happy and contented with his Company, its officers and his line of 
policies means much to the life insurance agent. 


Our men in the field are assured every Home Office co-operation pos- 
sible and this leads to their happiness. 


Below is an extract from a recent letter of one of our general agents: 














*“*You recently mailed us copy of your letter to 





a party who had written the Company request - 
ing information concerning our policies. 


**You will be pleased to know that two of our 
“A Company agents called on this prospect last evening and 
as a result of the call an application for $10,000 


willing to Pay insurance on his own life was secured. 


the Price Required 


to Give Service” ‘*Please send us some more good leads like this.’’ 


International Life Insurance Co. 


St. Louis, Missouri 


W.K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 





























BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Assets $27,000,000 Insurance in Force over $111,000,000 














Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 


For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 


Thirty-nine years of successful and conservative management have resulted in financial statements and in dividends to 
policyholders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to erect 
the superstructure. 


If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 


Opportunities Are Open for Producers, General Agents and Supervisors in the Following States: 


PENNSYLVANIA SOUTH DAKOTA NEBRASKA OHIO 

UTAH KANSAS MICHIGAN WASHINGTON 
IDAHO . ILLINOIS OREGON WEST VIRGINIA 
IOWA WYOMING - DISTRICT OF COLUMBIA MISSOURI 
OKLAHOMA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 
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Rates and Rate Book 
—it’s all there—the last word 


Special Corporation Policy Business Men’s Policy 
—pays face for disability —special low rate—$2,500 up 


‘Famous Child’s Policy 


Parent insured. Child insured. Endowment for child 
If parent is disabled, policy becomes paid-up Endowment 


Thrift Policies Retirement Policies 
“Junior Banker” “Paid-Up Additions” Income for Life. Endowments 
All Endowments Par and Non-Par at 50, 55, 60, 65, 70, 75, 85 


Ordinary Life Non-Par Non-Par Limited Pay Life 
Participates at end of 20 years and Endowment 


Annual Dividends at End of Ist Year Participate at end of 
to Help Pay Second Premium premium paying period 


Loan Value to Help Pay Second Premium 


Paid-Up Life Option Endowment Option 
Under all Snéowment Policies Under Limited Pay Life Policies 


Participating Policies Non-Participating Policies 
Low Rates 


Low Net Cost 
Age Limite—Birth to 65 


5% on Trust Funds Now 5% on Instalments Now 
5% on Dividend Accumulation Now 


Liberal Disability Benefits 
Life Income and face of policy 
at death. Waiver premium Accidental Death 


Major Surgical Operation Benefits Dismemberment Benefits 


Women Accepted at Standard Rates 


Planning of Insurance Programs All Forms Monthly Income 
—made easy by Instalments and Trust 
rate book Fund Options 


Modern Policy Contracts 
—every up-to-the-minute feature 


Double Indemnity 


Bequest Insurance 
Inheritance Tax Provisions Life Insurance Trusts 


Sub-standard Department 


Accident Department 
All Forms Accident and Health Policies 


Group 
Life—Accident—Health 


Employment Insurance 
Ten employes eligible 
Wholesale Insurance 
Lodges, Clubs, Labor Unions 


Salary Savings 
Monthly Payments 





YOU ARE INVITED TO PARTAKE OF THIS BANQUET 
Address Agency Department ! 
Continental Life Insurance Co. 


ST. LOUIS, MISSOURI 





Edmund P. Melson, Pres. J. De Witt Mills, Sec’y 

















THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the best in 
LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 


backed by one of the very companies in the country, having 
curpius end highest standacl ef sescrves, Muceptional enpertunias 
tiole capial, rrpion and, Nghest mandard’ of feerve. Communicate at once with 
AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 


: 





of Ohio. Mr. Conn is naturally judi- 
cial in thought, but he has a human side 
which tempers the stern judicial method 
of presiding. He is a big man in a big 
place. 

Notable Careers Ended by Death 


It is a gratifying circumstance which 
permits the reviewer to write that death 
was tolerant of the business, so far as 
members were concerned in 1926, but 
implacable as to victims. Death car- 
ried off some of the most striking and 
brilliant characters of life insurance, 
among whom may be noted John M 
Holcombe, president of the Phoenix Mu- 
tual; George Kuhns, president of the 
Bankers Life; Henry S. Robinson, pres- 
ident of the Connecticut Mutual; George 
T. Dexter, the brilliant vice-president 
of the Mutual Life of New York, and 
Percy C. H. Papps, mathematician of 
the Mutual Benefit. 


What of the Future 


Life insurance has its serious prob- 
lems. What is to be the ultimate out- 
come of the group idea, with all of its 
ramifications? What will companies and 
perhaps state officials, have to say about 
the further use of total and permanent 
disability clauses? 

These are old questions and, like cer- 
tain kinds of people, we have them with 
us always. What of other questions 
that are bound to arise? What effect 
will prohibition and bootlegging have 
on life insurance? Up to this time it 
probably has had a good effect, if it 
has had any, but what will the future 
have to offer? How will the projected 
passenger air service affect life insur- 
ance? What will be done more effect- 
ively to advertise life insurance? What 
will be done to perfect agency systems? 
What will be done more thoroughly to 
interest women in life insurance? What 
will be done to lessen lapses? What 
about new and different ways and means 
for investing the funds of life insurance 
companies? 

These and numerous other important 
and consequential questions will demand 
the attention of state and company offi- 
cials and on their correct solution will 
depend the future of the business. 
Based upon the experience of years, 
it is perfectly safe to say that life insur- 
ance constantly is marching forward to 
a great ultimate destiny. It is funda- 
mentally sound and, so long as manage- 
ments continue honest, upright and effi- 
cient, the heaveris themselves will be 
no more impregnable. 


EXECUTIVES COMMENT 
ON YEAR’S BUSINESS 


(CONTINUED FROM PAGE 3) 
gages have on their hands farms that 
they are nursing along hoping to sell at 
an advantage at a later date. Some com- 
panies have dozens of farms listed in 
their assets. If they were forced to 
sell them now they would not come out 
even on their loans. Therefore they 
have established farm departments and 
have a force men running these 
farms. In time they expect to come out 
even and may make some profit. How- 
ever, the farm market is very dull at 
this time and there have not been very 
many sales. The companies are biding 
their time. However, companies are 
now diversifying their loans and are ab- 
sorbing some of the more attractive city 
loans, public utility bonds and the like. 
The drift for the present is away from 
farm mortgages in large quantities. 


Agency Turnover Increased 


Some companies have added materi- 
ally to their agency organizations and 
have employed a number of men who 
should not have been given the rate 
book in the first place. This has simply 
increased the agency turnover. Other 
companies are endeavoring to make their 
men already trained more efficient. They 
have not sought to put on so many new 
men but those they have taken they 
have given more careful schooling. 
These companies take the position that 
more is to be gained by giving men who 


Southland Life Has 
Policy on an Eskimo, 


a Santa Claus Helper 


GIDEEY P. MILLER, one of the 
Southland Life’s leading agents, havy- 
ing headquarters at Dallas, recently com- 
pleted one of the most unusual applica- 
tions ever written. The application was 
written on the life of one Andrew Eben 
Monilluk, who appeared as the Eskimo 
and chief helper to Santa Claus, brought 
to Dallas by the Dallas “Morning 
News.” Monilluk, a real Eskimo pointed 
out that although his tribe does not have 
life insurance the loss of a reindeer by 
one man is shouldered by the entire 
tribe as are the burdens of a family 
should the head of a family die. 

The risk committee of the Southland 
Life refused to consider an application on 
the life of Santa Claus because of the 
fact that he will never die and in addi- 
tion, he is several thousand years over 
the age limit. 








tion and getting them up to a point of 
larger production. Undoubtedly, the 
higher lapse ratio is due in part to men 
not schooled to sell insurance as it 
should be. 

The financial situation has forced the 
lapse ratio up especially in the country 
districts. A great many companies in 
tracing back lapses find that some agents 
use high pressure methods, leave the as- 
sured in an uncertain state and do not 
tell him exactly what he had. For in- 
stance, an assured may get the impres- 
sion that he bought 20-payment life pol- 
icy and thought it was a 20-year endow- 
ment. The agent may have not been 
deceptive outright but he kept silent. 
In cases of this kind the policyholder 
becomes prejudiced and lapses. 


Strenuous Methods Used 


With business becoming more diffi- 
cult to secure undoubtedly agents are 
using more strenuous methods in their 
solicitation. Some are rebating, some 
trying to twist, some are mud slinging 
and employing other devious methods. 
There has been considerable complaint 
recently about an increase in these de- 
partures from an ethical basis. 

An example of the methods used is 
found in one of the large non- -participat- 
ing companies in sending out a letter to 
large numbers of people in the cities 
giving rates of mutual companies and its 
own rates per thousand in comparison. 
Nothing is said about dividends or net 
cost of the mutual companies. The in- 
ference is that there was quite a differ- 
ence between the rate this company 
charged per thousand and that of 15 or 
20 other companies. An application was 
enclosed with the letter. A number of 
people who received these letters nof 
being versed in insurance at once con- 
cluded that they were being overcharged 
by mutual companies. 


Disability Clause 


Undoubtedly one of the most dis- 
turbing factors at home offices is the 
permanent and total disability clause. 
No actuary assumes to speak with au- 
thority. The companies are not check- 
ing up on applicants as to the amount 
of their disability income. No plan has 
been devised for this. It would be a 
difficult matter to keep a check on 2 
policyholder as he goes out after new 
insurance. What the companies fear 
is that when a policyholder reaches the 
age of 50 or so and finds that he has £ 
very comfortable monthly income disa- 
bility he will then be able to get a cer- 
tificate from his family physician to 
the effect that he is unable to carry on 
his occupation. 


Underwriting of Disability 


The theory is that from an underwrit- 
ing standpoint the man’s potential dis- 
ability income should not be more than 
50 percent of his actual income. Some 
companies are underwriting on the bas- 
is of 60 percent. In this connection it 
is a well-known fact that many men 
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MARCHING FORWARD in 1927 


ies (The Union Central’s Sixtieth Year) 





i Some of our outstanding developments for the year: 


r. A new $4,000,000 office annex on the largest downtown 
site in Cincinnati. (Now being built.) 





} 2. Anewand complete educational system for the Field Force 
| of the Union Central. 
3. New and attractive literature for sales purposes. 


4. Fifty thousand leads for our Agents, developed through 
direct mail. 





5. Constant assistance to our policyholders, through free 
health tests, planning of insurance programs and estates, reinstate- 
ments, term conversions, changes of beneficiary, and other services 
| which can be rendered by our Agents with the assistance of the 
| Medical Department and Policyholders’ Service Division. 














The Union Central Life Insurance Co. 


FOUNDED 1867 CINCINNATI 
More Than One Billion, 215 Millions of Insurance in Force 











1926 Was A 
Year of Accomplishment 


NDER the new administration The future growth of the Inter- 


which took charge in April, Southern Life is certain to eclipse 

the Inter-Southern Life made its past development. Already en- 
steady progress in every depart- joying a high rank in the field of 
ment during 1926. American life insurance, the plans 
Beginning in June, the amount of formulated for its future upbuild- 
business written each month ing will elevate it to a still more 
showed a large gain over the same important position. 


month of the year before. 
We shall be glad to correspond with 





The Agency Staff of the Company 
has been enlarged, and put on a 
sound and productive basis. New 
territory has been opened and 
plans are laid for the introduction 
of several new forms of protection 
that will greatly extend the Com- 
pany’s operations in 1927. 


agents who want to improve their 
own circumstances through a con- 
nection with a strong, well-organ- 
ized and managed company which, 
through its own growth, is creating 
individual opportunities of great 
interest. 








CAREY G. ARNETT, President 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


ESTABLISHED - 1905 IN - LOUISVILLE - KENTUCKY 


Reserves over $11,000,000 Insurance in force over $110,000,000 
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SIX MILLIONS ON 
POLICY HOLDERS 


OCTOBER—‘‘POLICY 
HOLDERS’ Month’’ estab- 


lished a new record. 


OUR TOTAL OF NEW 
EXAMINED business for the 
month was $21,081,774 of 
which $6,452,939 or more than 
30 per cent was on the lives of 
policy holders. 


COMPANY PLANS FOR 
POLICY Holder co-operation 
made this possible. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
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SOUTHLAND LIFE INSURANCE~1 CO} ” PANY) 
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HARRY L. SEAY, Precident 
Over $111,000,000 Insurance in Force 


Some very desirable territory still open _in its home state—-TEXAS. | 
tional opportunity for the right man in Tennessee, Minnesota and Indiana. 
¢ Southland’s agents receive wholehearted Home Office co-operation. 


For Information Address 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 
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policies with extensive income benefits 
also carry non-cancellable health and 
accident policies which will also pay a 
fine income. Altogether the danger 
from over insurance is quite apparent. 
Recently some of the companies have 
started a spurt on disability riders, of- 
fering a policyholder $15 a month for 
every $1,000 insurance instead of $10 
as has been the custom heretofore. In 
other words the point is made that a 
man in purchasing $1,000 life insur- 
ance can secure a disability rider, it 


Case of the Farmer Seen 


Take a farmer for instance, who buys 
$5,000 life insurance. The agent shows 
him the advantage of securing a disabil- 
ity benefit of $75 a month. This is a 
steady income for the farmer. The 
temptation for him to become totally 
disabled is certainly quite apparent. 

Many companies are increasing their 
disability rates. It is difficult, however, 
to cope with the question of over insur- 
ance especially when one considers the 
possibility of buying this form of indem- 
nity, not only from the life companies 
but from the accident companies. 


Favorable Mortality 


The question is being asked at some 
home offices as to how long the very 
favorable mortality record can be con- 
tinued. During the last few years splen- 
did profits have been made from mor- 
tality savings. The companies have 
written a large amount of new business 
which has cut down the mortality rate. 
Then the influenza and pneumonia epi- 
demics have done much to eliminate the 
weaklings. Mutual companies have kept 
increasing their dividends because of 
these savings. There has been competi- 
tion for low net cost. It would seem 
that some companies may have gone 
to the extreme in this direction. There 
must be an upward trend to the curve. 
Then the companies will be put to it 
to maintain their dividend record. 


Want American Men Table 


The fact that net cost has been cut 
down from year to year by increased div- 
idends has chafed the big non-partici- 
pating companies and this brought about 
the agitation for the substitution of the 
American Men table for the American 
Experience table, so that lower rates 
could be given at the younger ages. The 
arguments for the substitution of the 
American Men table are more or less 
logical from the actuarial standpoint. 
The younger and medium size and 
smaller companies are to an almost unan- 
imous point opposed to making any 
change. The mutual companies are more 


will pay him $15 a month disability. | 


advising that no group business there- 
after be written on the non-commission 
basis allowed by Superintendent Beha 
in his letter to the Travelers last August, 
Almost all felt that the commission 
should be charged regardless of whether 
it was actually paid an agent or not. 
Their atittude was that the business of 
refunding unpaid commissions to the 
assured in the form of larger dividends 
was perhaps desirable in theory, but in 
actual practice might lead in the 
scramble for business to a highly unde- 
sirable form of rate-cutting. 


Problem of Accounting 


Home office executives present at last 
week’s meeting pointed out to Superin- 
tendent Beha the extreme difficulty of 
atriving at any proper charge for the 
time and work of home office officials in 
writing large group cases overhead. As 
all large group cases involved a tremend- 
ous amount of home office executive 
work, they have almost as much to do 
on those cases written through an agent 
as on those written direct. What is the 
basis upon which to calculate a proper 
charge of the kind? they asked. Is it 
not all bound up in an inextricable man- 
ner with the question of home office ex- 
pense in general and executive salaries 
in particular? How can there be any 
strict accounting of the value of an ex- 
ecutive’s time and effort on any parti- 
cular case? 

Views Were Various 


But the main tug-of-war was on the 
question of commissions. Several di- 
verging, not to say conflicting, views 
developed. One large company, for ex- 
ample, wants to see all group business, 
regardless of size, placed through agents 
and brokers who will naturally be paid 
a commission on each case. But other 
companies point out that many large 
contracts are written without any assist- 
ance whatever from agents and brokers 
and there is no good reason, therefore, 
why they should be paid for work they 
have not done. There is much point, 
however, to the contention that under 
present arrangements an agent might 
work years selling the group idea not 
only to the officers but also the employes 
of a large corporation and then receive 
no remuneration whatever if the corpo- 
ration decided to go over his head and 
save a commission by dealing directly 
with the home office. 

Should Be a Fixed Charge 


Most companies take the stand that 
the commission, whether paid to an 
agent or not, should be a fixed charge 
against the assured. If the commis- 
sion is unpaid, then the saving is not 
te be given back to any particular as- 





or less indifferent. The point is made 
that although there is a more favorable | 
mortality ratio at the younger ages at 
the same time the lapse ratio is higher | 
between ages 18 and 33 for example. 
Lapses Are Costly 


First year lapses cost the companies 
actual money to replace the business. 
There is a distinct loss. The margin 
of profit is cut down. The action of the 
Insurance Commissioners Convention in 
overwhelmingly opposing any change in 
mortality table is significant. Some of 
the champions of the table, however, 
contend that the commissioners were 
confused because they thought it was a 
fight between the east and the west. 
Some who favor the change declare that 
the American Experience table works the 
greatest hardship against preliminary 
term companies. They declare that the 
officials have not gone into this subject 
as they should. Whether the agitation 
for a change in the table has subsided to 
that extent where it will not be brought 
up again remains to be seen. 


DISCUSSION ON GROUP 
SITUATION IS HEATED 


(CONTINUED FROM PAGE 3) 

which have 98 percent of all the group 
business in force. At the last meeting 
of the association the representatives 
of all companies but one agreed to send 








recommendations to their home offices 


sured but is to be distributed generally 
over the class to which he belongs. 
These savings would therefore be re- 
flected in the increased dividends paid 
the class as a whole. The majority of 
companies taking this stand believe that 
on large contracts the commission scale 
is graded down to such a point that the 
money it represents is a negligible factor 
in the calculations of even those cor- 
porations that might more or less se- 
riously consider the possibilities of be- 
coming self-insurers. One very promi- 
nent official obviously had the support of 
almost all the executives present when 
he emphatically declared his opinion that 
there is less excuse for returning com- 
missions on large group policies than on 
those of any other kind. 
Would Exempt Large Cases 

But against this, another very large 
company contends and brings support- 
ing evidence from its own experience 
that even the low commissions paid on 
large cases do actually enter the calcu- 
lations of many corporations which 
might not buy group insurance if they 
did not directly profit from the fact that 
a commission is saved by dealing di- 
rectly with home offices. At the meet- 
ing last week this company favored 
some practical scheme of adjusting com- 
mission scales in such a way that no 
commission would be paid on policies 
exceeding a certain relatively small 

(CONTINUED ON NEXT PAGE) 
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AS SEEN FROM NEW YORK | 


-BY G. F. WILLISON— 





UNUSUAL CLAIM IS PAID 


The Phoenix Mutual Life paid a claim 
last week unique in its history of three- 
quarters of a century. The policy was 
issued as a result of advertising that 
was read by a prospect over 4,000 miles 
away. The insured, whose name has not 
been revealed, was a resident of Caracas, 
Venezuela. Last August he read an 
advertisement of the Phoenix Mutual in 
a New York newspaper and mailed the 
coupon for further details. . 

The company sent him the informa- 
tion and expressed its regret because it 
could not extend further service, since 
it did not do business outside the United 
States. It recommended the services of 
other companies which did. But the in- 
quirer replied that he soon would return 
to the States and asked for the address 
of the company’s New York representa- 
tive. It was in October that the pros- 
pective policyholder reached New York. 
The Phoenix Mutual issued to him a 
$25,000 policy Nov. 5. The first annual 
premium was paid. The insured was a 
member of a prominent firm and was a 
recognized authority on Spanish-Ameri- 
can law. His services could not be re- 
placed quickly and his death would mean 
a financial loss to the firm. This risk 
was then covered by an additional pol- 
icy for $15,000 and again the premium 
was promptly paid. A son was born a 
few days later. 

On Dec. 1, however, less than a month 
after the policies were issued, the in- 
sured- began to have trouble with one 
of his teeth and he had it extracted. A 
few days later it became apparent that 
the wound was infected. The insured 
was removed to a hospital, where he 
died Dec. 8. The Phoenix Mutual com- 
pleted its part of the story by mailing 
its checks for a total of $40,000 within 
48 hours after completed claim papers 
were received at its home office. 

* * * 


“HOW” AND “WHY” METHODS 


Hugh D. Hart, mighty with the pen | 


on more than applications, is of the opin- 
ion that up to a recent day only two 
general methods of selling: life insurance 


the older of the two. The illogical 





| 








business, inheritance taxes, a mortgage 
on his home, the education of the chil- 
dren or any one of a number of other 
things. Then is the time to show him 
how he can do it. 

* * 
MEANS BETTER CITIZENSHIP 


“Life insurance is inextricably bound 
up in all movements toward a better 
citizenship,” recently declared R. J. 
Rothstein, a former rabbi, now a mem- 
ber of the Bookstaver agency here of 
the Travelers, having decided to enter 
the life insurance business after resig- 
nation from the ministry because life 
insurance offered opportunities for so- 
cial service second only to those offered 
by the ministry and medicine. Criminals 
are largely the products of their envi- 
ronment, he said, and environment— 
particularly the environment in any 
home—largely depends upon economic 
conditions. Misery, want and poverty 
produce crime. And much poverty 
comes from families being left destitute 
by untimely death of husbands and 
fathers. Life insurance men cannot rest, 
Rabbi Rothstein declared, until the 
homes of the nation are so protected that 
poverty cannot result from that cause. 

. * * 


KEON & OLIVIA’S SUCCESS 


J. J. Keon and B. Olivia report ex- 
cellent progress made since they joined 
forces in August last and established 
headquarters in the Woolworth Tower 
as Keon & Olivia, district managers for 
the Hoey, Ellison & Wendt general 
agency of the Equitable Life of Iowa. 
Both were formerly leading personal 
producers in the Perez Huff general 
agency of the Travelers. Since their 
new agency was organized some four 
months ago, they have paid for more 
than $500,000, most of it personal busi- 
ness, although they have been slowly 
building up a staff of carefully selected 
full-time agents. During the past month 
Mr. Olivia took two applications. for 
$25,000 each, while Mr. Keon wrote nine 
lives for approximately $70,000. Both 


|are great believers in the direct-mail 
| method of securing and interesting pros- 
had been evolved—the “How” method | pects, and their successful experience 
and the “Why” method, the first being | would seem to indicate that there are 


few better methods of making an ap- 


“How” method, which was used exclu-| proach than by a well-written informa- 
sively for years and is still used by 90/ tive letter on stationery chosen with 


percent of all agents, consists in some- 


such good taste that it immediately 


how persuading a client that he should | pleases and impresses the prospect. 
ee 


have a life insurance policy of no par- 
ticular size—the larger the better, of 
course—and in then explaining the 
clauses of the policy and how he may 
obtain it merely by signing an applica- 
tion, passing a medical examination and 
paying his money. The “Why” method, 
which is now used by the leaders in the 
business, begins by showing the client 
why he should take a particular policy 
of a particular size to cover a particular 
need—to cover either the future of his 








HOT DISCUSSION ON GROUP 
(CONT’D FROM PRECEDING PAGE) 
amount. Agents could then handle the 
smaller cases but there would be no 
inducement for them to handle the 
larger cases, which could be taken care 
of (as they usually are) by home office 

officials. 


Conclusions Not Revealed 


After the meeting had discussed these 
problems at great length and with some 
heat and had come to no general agree- 
ment, Superintendent Beha withdrew 
and ended the public hearing, asking the 
company representatives if they did not 
wish to continue the discussion among 
themselves. The executives present 
thereupon formed themselves into an in- 
formal meeting of the Group Associa- 
tion and went into a closed session. No 
announcement has yet been made as to 
what general agreement, if any, they 
reached. 





STANDARDIZING THE COURSES 


Dr. Charles J. Rockwell, the noted 
educator, recently threw a most illumi- 
nating light on life insurance education 
work when he pointed out to a large 
audience of prominent local underwriters 
that the great movement toward estab- 
lishing life insurance training courses 
of college standard, which only a few 
years ago was regarded as the chimeri- 
cal dream of impractical theorists, has 
not only swept this country and Canada 
from coast to coast but has spread over 
the entire world. Advanced life insur- 
ance training courses, he informed them, 
have been offered in Manchester, Milan 
Liege, Belgium; Sao Paulo, Brazil; 
Buenos Aires, Cape Town, South Af- 
rica; Adelaide, Australia; Tokyo and 
Yokahoma, Shanghai, and even in far- 
away Calcutta and Bombay. 

* * * 
BUENOS AIRES COMMENDATION 


That the life insurance training course 
at New York University is winning 
world-wide fame is attested by a letter 
recently sent by Jose Shlamovitz, of 
Buenos Aires, superintendent of agen- 
cies of La Continental Campagnia de 
Seguros Generales, one of the larger life 
companies of the Argentine Republic. 
“I came to America to acquire knowl- 
edge in general and inspiration on mat- 
ters concerning life insurance,” he 
writes, “and I must acknowledge that 
I have gained my purpose with the 











Olive’s Territory 
1s in Michigan 








“During September 
‘Bill’ Olive wrote more 
business than he did 
during his first whole 
year with the Com- 
pany. This record, 
made after twenty- 
three years in the same 
territory with the 
same Company, shows 
the possibilities of in- 
tensive cultivation, and 
_ that the market for 
insurance increases 


steadily where the 





| salesman educates his 
| public.” 
—The Franklin Field 




















THERE IS FRANKLIN TERRITORY 
FOR OTHER GOOD MEN IN MICHIGAN 
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CONWAY BUILDING 


111 West Washington Street 
CHICAGO 
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WE ARE PLEASED TO OFFER 


Insurance companies, branch offices and general 
agents attractive office space. in this building. 


Also one entire floor containing 21,000 square feet 
is available. 


Location, equipment and service unsurpassed. 


Wi S. Pye, Manager 
Room 1243 Phone: Franklin 4850 




























If You Have Knocked the “T” Out of “Can't” 


WE CAN(l. You a liberal first year commission. 
2. An unexcelled renewal commission. 
GIVE {3. Your beneficiary a renewal pension. 


™* [A FAYETTE LIFE 


LA FAYETTE, INDIANA 
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Ambitious Men of Sales Will Be Interested 
te We, Are tle el ident tee o> 
Good Openings for the Right Type of Men. 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. 




























friendly and unselfish assistance of the 
various companies, agencies and under- 
writers. It has given me pleasure to 
have had the opportunity to observe the 
great heights which life insurance has 
attained in the United States. I can 
now understand why billions of insur- 
ance are in force in North America. 
Your underwriters are very industrious, 
and have enjoyed the advantages of such 
education and intensive training as I 
have had the opportunity to witness at 
the marvelous life insurance training 
course at New York University. Upon 
my return to Argentina very soon, I 
shall preach the gospel of serving hu- 
man needs through life insurance, the 
Golden Rule of your life underwriters. 
Through your columns I wish to voice 
my deep appreciation and admiration of 
your wonderful country and its insti- 
tutions.’ 
a i 

DRUG ADDICTION TREATMENT 

Commissioner of Correction Frederick 
A. Wallis, general agent here of the Fi- 
delity Mutual, caught the ear of the en- 
tire country last week when he an- 
nounced that the city’s prison hospitals 
have been using a new treatment for 
drug addiction during the past seven 
months, which has yielded amazing re- 
sults. Of the 300 men and 178 women 
drug addicts treated during that period 
with the new remedy, narcosan, only 
four have fallen back into their old hab- 
its and been recommitted to the correc- 
tional hospitals. Commissioner Wallis 
stated that their experience with any 
of the old methods of treatment showed 
that at least 70 percent would have been 
back in the same length of time. Nar- 
cosan was discovered by A. S. Horo- 
vitz, a local bio-chemist, and has proved 
effective not only in treatment of mor- 
phine, heroin and cocaine addictions but 
also in case of overindulgence in alco- 


hol and veronal. 
* 


* 
FOLLIES: GIRL’S POLICY 


The general subject of dope provides 
a more or less appropriate introduction 
to the following paragraph which re- 
cently appeared in F. P. A.’s “Conning 
Tower” in the “World”: “A former Fol- 
lies girl, Sally Long, has been granted 
a divorce. It transpires that she was 
married in 1916. And the A. P. says 
when she was a Follies girl Florenz 
Ziegfeld insured her against ‘the possi- 
bility of falling in love or marrying.’ 
And now it appears that she was mar- 
ried when the policy was taken out. At 
a conference of former insurance men 
who have become journalists, misgivings 
were expressed as to whether such a 
policy ever had been issued. Far more 
interesting to the conference than any 
other aspect of the romantic story were 
what agent placed the policy for what 
company, and what was the premium, 
and how did the company—this really 
is the part that fascinated the confer- 
ence—define ‘Falling in Love?’ What 
clauses were in such a policy? Was 
there a co-insurance clause? And if the 
assured wept for what seemed to be no 
reason, did she then become a sprin- 
klered risk? Also, said the conference, 
if Mr. Ziegfeld can produce the policy, 
cancelled or expired, we'll eat it without 
benefit of pepper and salt.” Or, he 
might have added, a nice narcosan sauce. 


Suicide Cases Decided 
| Effect of Suicide on Life Policy.— 
| Where decedent committed suicide 
| after the policy had been in effect for 
nine months, held that this brought his 
estate within the provision of the policy 
limiting recovery to the premium for 
one year where death occurred by sui- 
cide within that time. Howard vs. Mo. 
State Life, Ct. of Civil Appeals. Texas. 
4th Dist. Decided Dec. 4. 
* kK 


Held that the presumption against 
suicide is subject to be overcome by a 
preponderance of the evidence, but 
where :all the circumstances reasonably 
show that decedent shot himself in his 
automobile, a verdict for plaintiff 
should be reversed. Aetna Life vs. Too- 
ley, U. S. Cir. Ct. of Appeals. 5th Cir. 
Dec. 2. 

















PENSION PLANS ARE 
CRITICIZED IN REPORT 


SYSTEM CALLED INADEQUATE 
Pennsylvania Legislation Given Sugges- 
tion That State or National Pen- 
sion Is Only Solution 





PHILADELPHIA, Dec. 30.—“The 
majority of pension plans in the United 
States are being operated without any 
regard to insurance or actuarial prin- 
ciples,” according to conclusions reached 
in a legislative report by the Old Age 
Pension Commission of Pennsylvania 
after a study of 370 such systems. “No 
adequate reserve funds are being set 
aside with which to meet the rapidly 
accumulating liabilities assumed when 
a plan of this sort is undertaken, the 
report of the commission states,” and 
“the large majority of pension systems 
now in operation are so constructed as 
to preclude any hope of their ever be- 
coming effective instruments in solving 
the growing problem of old age depend- 
ency to any considerable degree. 


Only One Plan Usable 


“Of the newer pension plans now 
urgently advocated by several insurance 
companies, only the proprietary single 
premium deferred annuity plan —the 
service annuity granted from year to 
year without regard to long service re- 
quirements, and which becomes the 
property of the employe regardless of 
whether he stays with or leaves the con- 
cern—marks a real advance towards a 
method for the ultimate solution of in- 
dustrial old age dependency. 

“Approximately 88 percent of all for- 
mal private industrial pension plans now 
in force were established during the 
last 15 years. The total number of per- 
sons now in receipt of pensions from 
all industrial concerns in the United 
States does not exceed 100,000. There 
are probably 1,800,000 dependent aged 
persons 65 years of age and over in the 
country today. From 5 to 6 percent of 
all the needy aged, therefore, are be- 
ing provided for through the medium 
of pensions from the firms that have 
employed them. 


Coverage Is Inadequate 


“The amount of average industrial 
pension is estimated to be $485 per year. 
The estimated total amount spent dur- 
ing the last fiscal year by all concerns 
in this country paying pensions of all 
kinds to approximately 90,000 individuals 
is about $43,000,000. 

“About 16 percent of all employes en- 
gaged in the manufacturing and me- 
chanical industries, transportation, ex- 
traction of minerals and clerical occu- 
pations, have the expectation of being 
paid old age pensions by the concerns 
for which they have worked. 

“Private pension systems are for the 
most part confined to the industries in 
the public service, such as railways, 
urban transit, power and light compa- 
nies, and so forth. Two-thirds of all 
Wage earners covered by formal pen- 
sion plans are included in these indus- 
tries. Adding the metal industries’ pen- 
sioners to that of the public utilities. 
the total number of employes covered 
in these two groups now covered by 
pension systems would represent roughly 
four-fifths of all the workers protected 
by private pension plans. 

Too Few Are Reached 

“Seventy-two per cent of all the con- 
cerns who notified this commission that 
they are operating pension plans em- 
ploy over 1,000 workers each. The bulk 
of the wage earners in this country 
are still employed by comparatively 
small concerns. Only 6 percent of all 
industrial establishments in the United 
States employed 101 workers and over. 
according to United States Bureau of 
Census figures for 1920.” 

The commission criticizes the gen- 

(CONTINUED ON NEXT PAGE) 
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FEDERAL LIFE SHOWS 
REMARKABLE INCREASE 


—_—————_ 


MUCH INTEREST IN ITS WORK 





Special Drives for Life Business Triples 
Business This Year—Accident 
Premiums Grow 





There is widespread interest in the 
results of this year’s activities by the 
Federal Life of Chicago, by which a 
remarkable increase in ‘business was 
effected through publicity campaigns, 
notably with the Chicago Tribune. 
While the figures for the year’s business 
will not be available for some time, 
present indications are that the company 
will close the year with $85,000,000 in 
force, an increase of $25,000,000 over 
the amount in force at the beginning of 
the year. The company’s business up 
to Dec. 15 amounted to $38,000,000 and 
the last special drive for life business 
is now under way. In 1925 the com- 
pany’s total paid for business was $14,- 
000,000. In addition to the $38,000,000 
written thus far, the company also wrote 
$3,000,000 group business, having made 
its first entry into this field this year. 
Thus the 1926 total will be three times 
the 1925 total. 


Used Publicity Campaigns 


Early in the year the Federal Life 
launched its first campaign for life 
business in conjunction with the spe- 
cial drive for accident business under- 
taken the previous year with the Chicago 
Tribune. Special contracts on a non- 
medical basis were offered to the holders 
of the Tribune accident policies, a huge 
circularization campaign being made. 
This month the company launched a 
second campaign with large scale adver- 
tising in the Chicago Tribune, offering 
$25,000,000 life insurance without med- 
ical examination to the Tribune readers. 
As a result of the campaigns the com- 
pany has already written between $12,- 
000,000 and $15,000,000 of life insurance. 

The business has been gratifying to 
the company both in quantity and 
quality. The rejection rate has been 





PENSION PLANS CRITICIZED 
(CONT’D FROM PRECEDING PAGE) 
eral limitations of the privately funded 
pension systems, principally those that 
check the ability of the average em- 
ploye to qualify and which also makes 
it possible “to use the existance of the 
pension system to enforce plant disci- 

pline.” 

“With only 4 percent of the male 
workers in industry remaining with the 
same employer for 20 years or over, 
and only less than 3 percent of the 
women, it is difficult to see how the 
total number of workers can qualify for 
industrial pensions,” the commission 
says. 

“One of the most important dis- 
closures of this study is the lack of 
proper financial provision to meet pen- 
sion payments. The fallacies of the sys- 
tem of trusting to luck that future pen- 
sion costs will be within the capacity 
to pay have been repeatedly pointed out 
by actuaries and those who have studied 
the problem. Insurance companies crit- 
icize the whole principle of allowing 
private firms to engage in what amounts 
to the business of writing annuities.” 

_ “American employers retain a linger- 
ing distrust of insurance companies and 
are not eager to turn over their pen- 
sion systems to an outside agency,” the 
Commission finds, and quotes the Na- 
tional Industrial Conference Board as 
its authority on this conclusion. “The 
prodigious efforts of the insurance com- 
Panies do not indicate much progress 
along these lines taking place in the 
near future.” 

‘ In the opinion of the commission, 
only a state or national pension or in- 
surance system can overcome most of 
the obstacles and objections to private 
industrial pension plans.” 





HUGE DISTRIBUTION 
POLICYHOLDERS PLANNED 





NOTABLE INCREASE IS MADE 





Metropolitan Life Announces 1927 Divi- 
dends for Industrial and Special 
Ordinary Policies 





NEW YORK, Dec. 29.—The Metro- 
politan will pay dividends in 1927 to 
industrial policyholders amounting to 
more than $22,000,000, an increase of 
almost 34 percent over the total amount 
paid this year, according to an announce- 
mient made yesterday by President 
Haiey Fiske, who also declared that 
large dividends amounting to more than 
2,000,000 will be distributed among 
those holding $5,000 whole life policies. 
All holders of industrial policies issued 
prior to 1923 will share in the dividends 
which in some cases among the 94 per- 
cent of the industrial policies affected, 
run as high as 60 percent above those 
paid during this year. Mortuary divi- 
dends approximating $2,670,000 and ma- 
turity dividends of $777,000 will also 
be distributed. Mortuary dividends are 
additions paid at death on those con- 
tracts that have been in force a certain 
number of years, while maturity addi- 
tions are added to the face value of 
maturing endowments. 








no higher with this nonmedical business 
than with the regular business of the 
company. It is too early to indicate 
the actual mortality experience, but the 
company is confident that it will prove 
equally advantageous with the regular 
business, if not better. There is a feel- 
ing that perhaps the applicant, entirely 
upon his own honesty, will not permit 
carelessness to enter into the making of 
the application and the truth will be 
more closely indicated as to the appli- 
cant’s physical condition. At the same 
time the plan has in no way handicapped 
the work of the agency forces, being a 
great boon to them, due to the tremen- 
dous advertising. The value of the large 
amount of nonmedical business is in 
the demonstration that will be given on 
the usefulness of the nonmedical plan. 
It is a large scale development of this 
plan, this one company having put on 
its books about $15,000,000 of this busi- 
ness in one year. 


Huge Accident Business 


The’ company believes that its expe- 
rience under the life business thus writ- 
ten will prove as desirable as the reg- 
ular business, as the accident policies 
written through the Chicago Tribune 
have proven more than gratifying. The 
chief handicap that was originally antic- 
ipated in the development of the special 
accident policy was the lapse rate, but 
the company has found the actual lapse 
rate more gratifying than anticipated. 
Fully 75 per cent of the business has 
renewed this year and a great amount 
of new business has been written. Also, 
the loss ratio on this business has been 
even lower than that originally esti- 
mated in the working plan of the coms 
pany. The company has paid out about 
$600,000 to Tribune readers on policy 
claims, but the loss ratio of the total 
business has been lower than the orig- 
inal estimate of the actuarial depart- 
ment. 

Enjoy Good Gains 

The accident business as well as the 
life business is showing a large increase 
this year, which is noteworthy for the 
reason that the huge volume of Tribune 
accident policies was put on the books 
last year and, in spite of the normal 
lapses of this large amount of business, 
a very large increase has been made. 
The premium income in the accident 
department in 1925 was about $2,500,000. 
This year’s accident premiums will total 
$3,000,000. Fully 75 per cent of last 
year’s special accident policies have re- 
newed and the large increase of new 
business has brought the premium in- 
come to a new total. 











CONTENT 


There is, perhaps, no more welcome 
feeling to the soul of man than con- 
tent—not the weakling’s satisfaction 
that things can be improved no fur- 
ther, not the sluggard’s smug joy ina 
task just completed, not the coward’s 
quieted fear of danger—but the wise 
and provident man’s firm knowledge 
that, come what may, his future inde- 
pendence and his loved one’s happi- 
ness is positively assured. 


Life insurance has advanced hu- 
manity farther along the road toward 
its goal of economic content than any 
other institution operating today. 
The profession of the life underwrit- 
er is one to which we may point with 
unqualified pride. He is a veritable 
apostle of content. He carries with 
him those man-made bucklers which 
have shielded countless thousands 
from the lethal weapons of poverty, 
disability and death. His mission is 
one of the noblest man can hope to 
pursue; his reward is another form of 
content growing out of the knowledge 
that he is guiding his fellow-man to 
peace of mind and a new sense of un- 
assailable security against the 
ravages of fate. 


The life underwriter whose path is 
illuminated by the dazzling light of 
such a revelation cannot fail in his 
lofty purpose—he cannot forget that 
he is the bearer of the blessing of 
content—the creator of happiness. 
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There's a Place for You 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business’ under an: attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 





CALIFORNIA 
STATE Ire 


J. Roy Kruse, President 
SACRAMENTO 
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YOUR OPPORTUNITY 


DISTRICT MANAGERS—GENERAL AGENTS 
Splendid Inducements 


We’ve had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 
Home Office Co-operation—Up-to-date Policies. 


Operating in Iowa— Minnesota— So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record—Ability—and a willingness to work 
hard are the most essential Qualifications. 


Address U-6, c/o 
THE NATIONAL UNDERWRITER. 





ANALYSIS IS MADE OF 
AUTOMOBILE FATALITIES 


_——_ 


REVIEW EXPERIENCE OF 1925 
Metropolitan Figures Show Important 
Considerations in This Phase of 
Underwriting 





In view of the interest in automobile 
fatalities there is considerable interest 
attached to the report made by the Met- 
ropolitan Life on the analysis of its 
1925 experience. During 1925 that com- 
pany incurred 2,748 deaths from auto- 
mobile accidents among the 17,000,000 
industrial policyholders. These deaths 
constituted about 2 percent of the total 
mortality of the company. Furthermore, 
the automobile deaths constituted 26 
percent of total accident deaths among 
the policyholders of the company. 


Relation Is Shown 


In an analysis of the relation of auto- 
mobile fatalities to deaths from other 
causes the company showed that there 
were 26 victims of motor vehicle casual- 
ties to every 100 who lost their lives 
in accidents of any kind. There were 
2% deaths from automobiles to every 
one drowning and more than 2% to 
every mortality caused by accidental 
burns. There were over two automobile 
fatalities to every death from accidental 
falls, which ranked next in importance 
numerically among all accidental causes. 
The ratio of deaths in automobile acci- 
dents to those of steam railroads was 
more than 4 to 1; that to inhalation of 
poisonous gases of all kinds was 5% to 
1; that to accidental gunshot wounds 
almost 10 to 1; and to machinery acci- 
dents of all kinds nearly 13 to 1. The 
automobile death toll among urban 
wage earners and their families exceeded 
the combined total from burns, drown- 
ings and steam railway accidents. 


Reflects Urban Experience 


The company also analyzes the geo- 
graphical distribution of the fatalities. 
It was first pointed out that Metropoli- 
tan industrial policyholders live almost 
entirely in the cities and comprise 30 
percent of the entire wage earning popu- 
lation. Thus the experience of the com- 
pany does not actually reflect geograph- 
ical experience, as large rural popula- 
tions will not be involved at all in the 
Metropolitan experience. It does: show 
the comparative relation of urban popu- 
lations, however. 

The highest death rate from automo- 
bile fatalities in any geographic division 
of the United States or Canada was re- 
corded for the Middle Atlantic states, 
where it was 19.2 per 100,000. New 
Jersey had a rate of 24.5. The second 
highest regional mortality was that for 
the Pacific coast, where the figure was 
18.7, California showing a rate of 20.5. 
The New England states showed a rate 
of 17.7, New Hampshire leading this 
group with a rate of 24. The fourth 
highest regional rate was in the east 
north central states where 17.4 was re- 
ported, Ohio showing 20.7 and Michi- 
gan 19.9. The west north central states 
stood with 16.5, Kansas leading this 
group with 22.1. The south Atlantic 
states were sixth with 16.3, this group, 
however, showing the outstanding rec- 
ord of state experience with a rate of 
43.7 in Florida. The lowest rate for au- 
tomobile fatalities was recorded in the 
west south central states with 12.3 per 
100,000. 


Canada Experience Better 


The comparison between the United 
States and Canada is shown by the total 
rate of 7.4 in Canada and 17.8 in the 
United States. A remarkable record was 
shown in Manitoba and Saskatchewan, 
not a single death being registered in 
1925 from this cause, although 56,000 
persons were exposed to risks. In the 


United States the lowest death rate was 
in Oregon, which reported 6.4, Arkan- 
These figures 


sas being next with 8.3. 








FIGURES SHOW LAPSES 
DECREASING IN CANADA 


RESULTS OF CONSERVATION 





Statistics for Past Seven Years Show 
Increase to 1922 and Improve- 
ment Since That Time 





OTTAWA, ONT., Dec. 30.—There is 
no problem connected with the life in- 
surance business which has received 
more attention from the officials of the 
companies in the last few years than the 
question of lapsation. The companies 
spend every year large sums of money 
in endeavoring to prevent policies from 
lapsing and to secure the revival of pol- 
icies that have lapsed. Figures recently 
compiled on the experience in Canada 
in that respect are therefore of especial 
interest and indicate that the desired 
results are being obtained through the 
efforts of the companies to curtail the 
waste from policies which are lost 
through lapsation and surrender, as 
noted in the following figures. 


Improvement Is Shown 


The amount of business lapsed in 1925 
Was $255,111,942 or 31.6 percent of the 
gross new business written, as compared 
with $231,891,137 or 33.2 percent in 1924. 
The total amount surrendered in 1925 
was $90,929,162 or 11.3 percent, com- 
pared with $80,619,686 and 11.5 percent 
respectively in 1924. Combining lapsed 
and surrendered business the total for 
1925 was $346,041,104 or 42.9 percent of 
the gross new business written, and for 
1924, $312,510,825 or 44.7 percent of the 
business written in that year. There 
was, therefore, a decrease of 1.6 percent 
in lapses in 1925 as compared with 1924, 
and a decrease of 0.2 percent in surren- 
ders over the same period. The fact the 
surrender ratio was 0.2 percent lower 
for 1925 shows that life insurance sales, 
in an increasing measure, are being sold 
as a permanent investment. 


Comparison by Years 


The following table shows the amount 
of new business written, amount ter- 
minated by lapse and surrender, and 
percentage to new business written for 
the past seven years: 


Total Per- 
is New Business Lapsedand cent- 
Year Written Surrendered age 
1919.....$572,906,085 $122,325,141 21.4 
Bc ccee 696,875,950 169,805,956 24.3 
1921 577,207,829 241,388,720 41.9 
a wees 577,531,503 288,038,320 50.0 
Bees cees 31,057,726 291,992,396 46.3 
, ae 628,687,615 312,501,339 44.7 
eae 738,176,484 346,041,104 42.9 


Claim Notes Increase Lapses 


It is the opinion of many that the 
practice of accepting premium notes in- 
creases the lapse ratio and for that rea- 
son the practice is being discontinued 
by many of the companies. Periods of 
financial depression have always been 
accompanied by a high lapse and sur- 
render ratio although there is no doubt 
that the average amount of lapsed busi- 
ness is unnecessarily high. The high 
ratios in 1921-22-23 are particularly 
noticeable. 








covered the experience of white persons 
only, the Metropolitan Life reports that 
there is little difference in the total ex- 
perience between white and colored 
risks, the rates being 17.8 and 15.8 re- 
spectively. In a number of states the 
death rate among whites from automo- 
bile accidents is three times that among 
colored risks, though in 14 states the 
colored death rate actually exceeds that 
for the white. 


New Chicago Insurance Editor 


John C. Leissler, formerly in charge 
of the insurance department of the Des 
Moines “Register” and prior to that 
with the Associated Press, has become 
insurance editor of the Chicago “Jour- 
nal of Commerce.” 
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CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of The A & H Bulletins, Published 
Monthly by The National Underwriter Company. 








FEDERAL LIFE 


The Federal Life has issued an “im- 
proved Hamilton automobile travel and 
pedestrian accident policy.” The new 
policy for a premium of $6 offers prin- 
cipal sums ranging from $1,000 to $5,000 
and weekly indemnity of $20 to $40, 
varying according to the class of acci- 
dents. Surgeon’s fees, elective indemni- 
ties, hospital indemnities and identifica- 
tion provisions are included. Weekly 
indemnity for total disabil‘ty is paid for 
13 or 26 consecutive weeks depending 
upon how the accident occurred. 

For $10 annual premium all benefits 
are doubled with the exception of that 
for placing insured in care of friends in 
event of inability to communicate with 
them. 

a 
INTER-OCEAN CASUALTY 


The Inter-Ocean Casualty has issued 
an “improved acme disability policy.” 
The new policy offers indemnity for 
surgical operations, hospital expenses 
and nurse’s fees; these were not in- 
cluded in the old policy. Under illness 
coverage rates are quoted for seven or 
14 days’ elimination period as well as 
coverage from first day. Standard Pro- 
vision 16 is omitted and the policy is 
non-cancellable during the term for 
which it is written. 

oe 
TRAVELERS 


The Travelers has issued accident 
policy Form XDS which may be writ- 
ten on business women in selected oc- 
cupations. Weekly indemnity is paid 
for total disability for not exceeding 200 
consecutive weeks and one-half weekly 





indemnity for not exceeding 26 weeks 
for partial disability. The policy carries 
double benefits, elective indemnities, 
surgical operations, surgeon’s fees, hos- 
pital expenses and nursing fee provi- 
sions. One-half weekly indemnity for 
not exceeding 20 weeks is paid for hos- 
pital and/or nursing fees. 

; *x* * * 

ZURICH GENERAL 


The Zurich General has issued two 
new policies, the “popular accident” and 
the “popular disability” policies. Indem- 
nity for total disability due to accident 
is to be paid for not exceeding 48 
months and indemnity for partial disa- 
bility for not exceeding two months. 
Under the sickness coverage in the dis- 
ability policy, monthly indemnity will 
be paid for not exceeding six months. 

* * * 
EMPLOYERS INDEMNITY 


The Employers Indemnity has just 
announced a new noncancellable income 
policy which contains several improve- 
ments and additional features. Fore- 
most among these is the clause incor- 
porated in the new policy which agrees 
to waive the payment of premium during 
disability, keeping the policy in full 
force and effect during the period. In 
addition to this improvement of cover- 
age, the policy also contains provisions 
for an immediate hospital benefit of 50 
percent with no extra premium charged 
and payment for partial disability of 50 
percent for a period of six months. The 
contract will be sold at the rates now 
charged for the Employers noncancel- 
lable income policy. 








WILL MERGE WITH CRESCENT | PROCEEDINGS ARE PUBLISHED 








International Life & Trust Will Be Association of Life Presidents’ Report 


Combined With the Indianapolis 
Company—Day Is President 





The Crescent Life of Indianapolis has | 
voted to merge with the International | 


Life & Trust of Moline, Ill. More than 
80 percent of the International Life 
stock was represented in Moline when 
the merger was voted on. The new 
company is to be known as the Crescent 
Life and will make Indianapolis as its 
headquarters. Bertram Day, president 
of the Crescent, will become president 
and M. J. Dorsey, president of the In- 


Shows Greatest Gathering in His- 
tory of Organization 





The printed proceedings of the con- 
vention of the Assocition of Life Insur- 
ance Presidents, held in New York 
Dec. 9-10, were issued last week and 
copies are now being mailed to life in- 
surance executives and agents, super- 
vising officials, libraries, insurance jour- 
nals and daily newspapers throughout 
the United States and Canada. 

It is the largest volume of printed 


| proceedings in the history of the as- 


ternational, will continue in an official | 
| the names of the “original 13” constitu- 


capacity. The merged company will be 
considerably stronger. It is likely that 
other companies will be absorbed. The 
Crescent was organized in Indianapolis 
10 years ago. There will be $100,000 
capital and about $16,000,000 insurance 
ii force. The company will operate in 
Indiana, Illinois, Missouri, Kansas, Ar- 
xansas and Iowa. 


To Take Midland Casualty 
Th 


+he American Bankers of Chicago, 
With executive offices at Jacksonville, 
lll, will hold a stockholders meeting 
Jan. 18, when there will be submitted a 
reinsurance contract by which the com- 
pany is to take over the business of the 
Midland Casualty of Milwaukee. The 
American Bankers was recently licensed 
in Wisconsin. It purchased the con- 
trolling interest of the Midland Casualty 
. year and a half ago. Since August, 
1925, the Midland Casualty has been 
managed by Secretary Harry O. Max- 
well, Mr. Maxwell will move to Jack- 
one continue with the organiza- 
ing in - e Midland Casualty is operat- 

Six states and has an annual pre- 


mium income of $300,000. 





sociation and perpetuates in the record 


ent companies, together with portraits 
of Paul Morton, who proposed the as- 
sociation in 1906, Grover Cleveland, the 
first chairman and counsel, and Robert 
Lynn Cox, who was the first attorney 
and secretary, and who became general 
counsel and manager upon the death 
of Mr. Cleveland in 1908, serving in this 
capacity until his resignation to accept 
a vice-presidency of the Metropolitan 
Life in 1916. Mr. Cox was succeeded 
by George T. Wight, the present sec- 
retary and manager. 

The registration list at the back of 
the book shows it to have been the larg- 
est convention ever held by the asso- 
ciation. Those attending the conven- 
tion numbered 434, representing 109 life 
insurance companies in the United 
States and Canada. Members and guests 
were present from 31 states and three 
Canadian provinces. Tatsuo Mizoguchi, 
secretary of the First Mutual Life of 
Tokiog Japan, was also a guest. 

The volume comprises 224 pages, with 


| cumulative index covering 20 years, and 


in addition to the usual record of pro- 
ceedings contains a complete list of as- 
sociation publications available for free 
distribution. 











PROTECTION-HUNGER 


SEVEN-TENTHS of the 
families in America are de- 
pendent on wages, and the 
fathers and mothers live in 
constant dread of sickness, in- 
jury, unemployment, impov- 
erished old age, and premature 
death. That they hunger for 
protection from these calami- 
ties is proclaimed by the bill- 
ions of industrial insurance in 
force. 


Those who are hard pressed, 
especially, realize that insur- 
ance has developed into some- 
thing more than mere indem- 
nity. With its nurses dotting 
the country, its safety engineers 
removing the dangers to life 
and limb, its medical men and 
welfare workers steadily extend- 
ing the lifespan insurance is now 
in very truth, protection. And 
so, for the wage earner, it is nel- 
thera luxury nor even a 
debatable purchase; it is a vital 
want. The institution that 
enables him to meet that want, 
renders him a valuable service. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Vice-President Haley Fiske, President 
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Connecticut General News 
Hartford, Conn. 





































The Trend of the Times 


For the last decade management 
has looked out more and more for 
‘the health, educational opportunities 
and prosperity of employees. 


Good will has proved to be good 
business. Industrial disputes have 
decreased. The American workman 
was never more contented. 


Group insurance has grown 
teadily in favor with both manage- 
ment and men. Insurance men 
pushing it have profited. Have you? 
Our experts are trained to help you 
close. Connecticut General Life In- 
surance Company, Hartford, Conn. 
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GROWTH 


A matter of natural development. 
Our Growth has been persistent. 
Our root extends down--not out. 








We haven’t spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 
life. 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 
now. Write for information and territory 
desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 South State Street 


Chicago, IIl. 
A. E. JOHNSON, AGENCY MANAGER 








VARYING COMPANY VIEWS ON SALARY 
DEDUCTION INSURANCE ARE GIVEN 












regarding salary deduction insur- 

ance is reflected in the replies re- 
ceived by THe NAtionaAL UNDERWRITER 
to an inquiry sent out to the companies 
writing this class of business. One of 
the larger companies, early in the field, 
kas reported a satisfactory experience, 
though citing the need for a clean dis- 
tinction between this and group insur- 
ance. The vice-president of this com- 
pany said: 

Experience Is Good 


| ow varying viewpoint of companies 


“Salary deduction or, as we call it, 
salary savings insurance, has been under 
a great deal of discussion since there has 
been eneugh time now to get some idea 
as to how it works. Our lapses have 
heen considerable but I believe not par- 
ticularly excessive and I still feel there 
is a real field of a real service offered in 
this type of insurance which reaches a 
class very much in need of expert insur- 
ance service and receiving it in no other 
way. If that is at all true, there ought 
to be some way of writing it on a proper 
and profitable basis. 

Two Distinct Plans 


“When we first adopted this plan, we 
appreciated and as time has gone on 
have appreciated it much more fully, that 
the agents must be prevented from mix- 
ing group insurance and salary savings. 
The latter begins where the former ends 
or on the higher non-industrial grades 
and may very properly be had on top 
of group insurance which represents the 
minimum necessary coverage. 

“By constant work and education of 
the agents and trying to learn something 
curselves in our underwriting, I believe 
we have been fairly successful in elimi- 
nating the industrial type of salary sav- 
ings risks and thereby getting a more 
permanent class insured under that plan 
and for larger amounts. If that can be 
accomplished within reason, we believe 
this type of insurance will pay; other- 
wise, not.” 

Calls It Advantageous 


Another company of moderate size 
reports satisfaction, its Wice-president 
writing as follows: 

“Our reaction has been distinctly ad- 
vantageous. This we believe due mainly 
to two things: 


late that we would not accept payroll 
deduction on less than five lives for less 
than $10,000, at the same time telling 
our field men that we would not allow 
it to be put in small plants, offices, etc., 
where the number would soon run below 
the payroll deduction limit. 

“Second, we particularly watched the 
type of agents who submitted these 
cases to us and the type of concern in 
which they proposed to submit cases, 
culling out many undesirable concerns 
and many undesirable classes of em- 
ployes. 


over 50 percent of the production of the 
company’s two biggest agencies came 
from payroll deduction during 1926; that 
the business is written in high- grade 


satisfactory renewal of the business 
since we put the plan on two years ago.” 


Reports Low Lapses 


The vice-president of another com- 
pany, which has been writing it a year 
and a half, reports satisfactory results, 
writing as follows: 

“To the best of my recollection, this 
company entered the salary deduction 
field approximately a year and a half 
ago, since which time we have written 
about 29 cases for upwards of $1,500,000 
of insurance. Up to the present time 
the lapse rate on this business has been 











satisfactory. If this low lapse rate is 


contrary to the general experience of 
the companies, it may be due to the fact 
that we have made no serious drive to 
secure this type of business and little of 
it has been put on the books by so-called 
‘high pressure’ methods. 

No Change Contemplated 


“We have not made nor do we con- 
template making any change in our 
regulations with respect to salary deduc- 
tion insurance. Our premiums are the 
same as for our regular monthly pre- 
mium business (the latter being writ- 
ten to call for a minimum $10 monthly 
rremium) and are obtained by adding 
5 percent to the annual rate and divid- 
ing by 12. We have a suspicion that the 
expense rate for this class of business 
is in excess of that provided for in the 
premiums but, up to the present time, 
have felt that such excess expense could 
justifiably be charged to sales promo- 
tion. 

“IT have heard no agent express the 
thought that the time spent on this 
business has not been productive, but in 
view of the relatively small amount 
written by the agency force, this opinion 
may possibly prevail. My opinion may 
be summarized by saying, as in the case 
of non-medical insurance, the general 
value of salary deduction insurance lies 
in the general truth that all innovations 
of this sort, when not actively harmful, 
cause a certain indirect stimulating influ- 
ence on the agency field force.” 


Sees No Advantage 


The opposite reaction is voiced by the 
actuary of one of the leading companies 
which writes salary deduction though 
not believing it particularly advantag- 
eous. He comments as follows: 

“This company does not believe that 
salary deduction insurance has. ever 
amounted to anything, or ever will. A 
final experiment, however, will probably 
occur within the next few months, as the 
New York Telephone Company desires 


| to try out the plan, and with a large 
corporation like this pushing it, its suc- 


cess or failure will soon be manifest. 





“The idea of collecting premiums 
monthly, however, has a strong appeal 
to this company. Within the last year 
monthly premium debits have been es- 
tablished similar to industrial debits, 


“First, we took the precaution to stipu- | under which our agents can collect from 


house to house monthly premiums on 
policies for from $500 upwards, and we 
see no reason why under this method of 
issuing policies and accounting, agents 
cannot go into any business house on 
the first of each month and collect all 
of the month’s premiums then due (the 
same as he can go into any private 
house), where he can make arrange- 
ments with the employer to help make 
collections and have the money ready. 
The debit will be run with the least dif- 


| ficulty, and we are hoping that this inno- 


“You may be interested to know that | 


concerns, mainly on the lives of their | 
best types of employes who work stead- | 
ily and, therefore, we have had a very | 


; 1926. 
totals exceeding $1,000,000. The total 





vation, backed up as it is by a mass of 
regular monthly premium policies, will 
find a natural complement through em- 
ployers’ assistance.” 


ANNOUNCE = $500,000 MEMBERS 
Seventeen Bankers Life Agents Have 
Qualified for Half-Million Club 
in Past Year 





DES MOINES, Dec. 29.—Seventeen 
Bankers Life salesmen wrote $500,000 
or better of new paid-for business in 
Of this number four men had 


amount written and paid for by these 
17 men was $11,623,020. The average 
production of this group for the year 
was $683,707. 7 

The men qualifying for the 1926 
Bankers Life half-million club are: W- 
B. Mahaffa, Rockwell City, Ia.; F. J. 
Thorberg and T. H. Tomlinson, Madi- 
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Waterbury, 
Harrisburg, Pa.; J. H. f : 
Rapids, Ia.; T. S. Reinhard, New_York 


City; Robert Mercer, Chicago; J. M. | Jr.. Washington, D. C.; James Teeters, 


Keplar, Elkhart, Ind.; F. M. Ferren, 





Ia.; B. T. Childress, Terrell, Tex.; R. L. 
Bailey, Osage, la.; S. S. Edmonston, 


Indianapolis. 





SOME RECENT COURT DECISIONS IN 
THE FIELD OF LIFE INSURANCE 





Person Entitled to War Risk Insur- 
ance—Held that under a policy of war 
risk insurance, payable to the estate of 
the decedent insured, the insurance was 
payable to the person taking under the 
will of decedent, even though insurance 
js not mentioned therein. Where pay- 
ments were made by mistake to the 
administrator of the estate of the cor- 
rect beneficiary, as an individual, the in- 
sured would not be compelled to pay 
over again to him as administrator, and 
then sue to recover back what was paid 
him as individual. Reivch vs. United 
States. U. S. Dist. Ct. No. Dist. Ohio., 
Sept. 24, 1926, 

*x * 

Question as to Acceptance — Where 
the evidence showed that the application 
for insurance had not been approved 
and accepted at insurer’s home office on 
date of applicant’s death, but two days 
thereafter was practically ready for 
final action and acceptance, when in- 
surer was informed of applicant’s pre- 
vious death, and therefore the applica- 
tion was rejected, held that there could 
be no recovery on the policy. Missouri 
State Life v. Boles, ct of civil appeals 
(8th Dist.), Texas (28996). 

s* * * 

es of Death from Absence— 
Held that where absence for seven years 
without knowledge has been established, 
this is sufficient to create a presump- 
tion of death. It is not necessary for 
plaintiff to show diligent search, it being 
sufficient if no tidings have been heard 
and no knowledge as to whereabouts of 
absentee exists. Ewing vs. Metropoli- 
tan Life, sup. ct. Wis. (28794). 


Effect of Non-Payment of Premium; 
Failure of y to Give Notice.— 
Insured was killed in a hotel fire and 
claim made for payment of $4,000, the 
amount of insurance. Payment was re- 
fused on the ground that an assessment 
of $2.75 had not been paid. It was 
claimed no notice of assessment had 
been received. Held that courts do not 
favor forfeiture. Defendant did not mail 
notice to the address of the insured of 
which an officer had actual knowledge. 
A mutual association which seeks to 
evade a $4,000 obligation for the non- 
payment of $2.75 must show a rigid ob- 
servance of the law. Railway Mail As- 
sociation vs. Moore. U. S. C. C. A. 4th 
Circuit. Oct. 19. 

* 7 

‘When Assignment of Policy Valid— 
Where policy is payable to estate of in- 
sured and has been issued to the insured, 
held that he may make a valid assign- 
ment thereof to another in good faith 
and in the absence of fraudulent pur- 
poses, and the assignee may, upon its 
maturity, maintain his action against 
imsurer without alleging or proving that 
he has an insurable interest in the pol- 
icy. McNeal vs. Life & Casualty, sup. 
ct. North Carolina. (28949) 

* x 


* 
_When Settlement Conclusive.—Plain- 
tiff accepted check from insurance com- 
pany in compromise of a claim. There- 
alter she cashed the check. Held that 
cashing of check constituted an inde- 
pendent ratification and was conclusive 
upon her and as no fraud was estab- 
lished, the complaint was dismissed. 
Mutual Aid Union vs. Hollansworth. 
Sup. Ct. Ark. Oct. 11. 

* * * 


When Is Contract Made?—Held that 
where application for life insurance was 
Passed for consideration for the period 
of one year and upon a renewal thereof 
the premium was paid and accepted and 
: receipt issued by company’s represen- 
atives, this constituted a valid contract, 





where intestate had lived up to all the 
terms of the policy. Dissenting opinion 
on ground that home office had not ac- 
cepted, and receipt was conditional upon 
acceptance of risk by the company. 
Stanton vs. Equitable Life Assur. Sup. 
Court. So. Carolina. Sept. 28, 


* * * 
Custom of Insurance Company to Re- 
ceive Past Due Premiums Held to Con- 


stitute Waiver of Forfeiture Clause in 
Policy for Failure to Pay Premiums 
When Due—In Moman vs. Bankers 
Health & Life, court of appeals of Geor- 
gia, 134 S. E. 341, the company issued a 
policy which provided that failure to 
pay premiums for a certain length of 
time after they were due would work a 
forfeiture of the benefits. 

The insured failed to pay certain pre- 
miums, and the policy lapsed according 
to its terms. During this time the in- 
sured had suffered a serious injury, and 
one day before he died the over-due 
premiums were paid and accepted by 
the company. 


| 
Company Denied Liability 
| 





On this state of facts the company | 
denied liability. The plaintiff then | 
showed that it had been the custom of 
the company to accept past due pre- 
miums over a long period of time and 
not to enforce the forfeiture provision 
of the policy. 

The trial however resulted in a judg- 
ment in favor of the company. On ap- 
peal the higher court in reviewing the 
record, and in reversing this judgment, 
said: 

“The controlling question in this 
case is whether or not by its conduct 
in accepting past due premiums and 
maintaining the policy in force when by 
its terms it might have been terminated 
the company waived the forfeiture clause 
of the policy and estopped itself from 
claiming the right of forfeiture as 
against plaintiffs in error. The follow- 
ing appears from the record: Premium 
due May 5, 1924, was not paid until 
June 28, 1924; premium due May 12, 
1924, was not paid until June 28, 1924; 
premium due May 9, 1924, was not paid 
until June 28, 1924; . . . 


Clause Was Waived 


“Without going further into this fea- 
ture of the evidence, and without giv- 
ing the many instances when past-due 
premiums were accepted at times more 
than ‘four Mondays’ after they were 
due, suffice it to say that the foregoing 
is simply sufficient to establish a cus- 
tom on the part of the defendant of ac- 
cepting past-due premiums and contin- 
uing the policy in force when it could 
have declared the contract terminated 
under its express terms. . . . 

“Applying the law to the facts of this 
case, we hold that the insurer had by 
its conduct waived the right to invoke 
the forfeiture clause in the policy, and 
that the court erred in overruling the 
certiorari. Judgment reversed.” 


Cancellation of Policy—Action to 
cancel policy of life insurance on ground 
that material false statements were 
knowingly made. Decedent had a dis- 
ease which he did not know about and 
which did not trouble him in the ordi- 
nary routine of business but from which 
he eventually died. Held that plaintiff 
had failed to establish burden of proof 
as no fraud was shown on decedent's 
part and all statements in the absence 
of fraud are to be deemed representa- 
tions and not warranties. No-thwest- 
ern Mutual Life vs. Wiggins. U. S. 
Circuit Court of Appeals. 
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New Year Greetings 


from the 


MIDLAND MUTUAL 
LIFE INSURANCE CO. 
COLUMBUS, OHIO 


Assets, Over Thirteen Millions 


In Force, Over Eighty-Three and a Half Millions 
































F you are the average man, throughout life you have had one am- 
bition—to own your own business—to be your own master—to re- 
ly on no one but yourself. 


Then, your time is your own—you are always woftking for your 
own advancement. The profits become yours. 


One of the East’s leading “old-line” mutual life insurance com- 
panies, having recently entered the State of Iowa, is looking for two 
capable life insurance men whom they can set up in business as Gen- 
eral Agents for the Company in that territory. 


Each man should be able to produce a reasonable volume of per- 
sonal business at the.start—his past records will prove that. 


Each man should be an organizer—be able to contract with new 
agents, work with and lead them. Or he should, with our help, be 
able to quickly develop managerial ability. 


When a man is in business for himself, there can be little reason 
for failure—unless it is the man. The company, the contract, and the 
policy contracts are all that you could wish for—therefore, we will 
be most careful in our selection of the right man. 


You know your own ability and your own limitations. If you be- 
lieve that you could measure up to either of these two opportunities 
in Iowa, further details as to company, contract, etc., can quickly be 
secured by writing, in confidence, 











U-25, CARE OF THIS MAGAZINE 














THE NATIONAL UNDERWRITER 





December 31, 1995 





















































20 
LIFE INSURANCE EDITION 

Sa metpen g Sag cong rig: re = erg Rg ee “Lee A. Phil tive vi i- | Di 1 agent. Upon th 
incinnati lew York. a i, t; : " ips, executive vice-presi- | Dimoc, general agent. pon the death 
en Vienne Bain Cee J. SUR ILLIAM A. Meet by so bl 4 dent of the Pacific Mutual Life and] of Mr. Dimoc, Mr. Shipman made gen- 
Manager; GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers. 7 president of the Pacific Indemnity, ac-j| eral agent there in June, 1916. He was 
C. M. CARTWRIGHT, Manasing Editor companied by Mrs. Phillips, is spending|a large personal producer, averaging 
HOWARD J. BURRIDGE. Associate Editor the holidays with relatives in Cleveland, | about $500,000 of paid-for business an- 
FRANK A POST, ferusiete er a oO. cage there they will attend the] nually for several years. An unique fact 
- NASH, JR., Associa wedding of their nephew, John Phillips] about his production is that he always 
aap + bar Insurance Exchange, CHICAGO. Telephone Wabash 2704 McGean, and Miss Elizabeth ‘Baker, | solicited insurance early in the morn- 
a au , a A Cath tte bs oR ik 5781, yer E. ym of el daughter of Mr. and Mrs. Newton D.| ing, and rarely interviewed a prospective 

NEW YORK OFFICE NORTHWESTERN OFFICE, DES MOINES Baker. Mr. McGean has made his home| client after 9 a. m. 
80 Maiden-Lane, Tel. John 1032 _ 307 lowa Nat'l Bank Bidg.. Tel. Market 3957 with Mr. and Mrs. Phillips since grad- Le 
GEORGE A. ba a Editor J. M. caer » Manager |] | uating from Princeton University. 

SAN FRAN ICE DET IT OFFICE i > ] 
417 Montgomery Street 1015 Transportation Bidg., Tel. Randolph 3933 ss , ‘pers nme BP ole . Se ee = 
R. H. LANEY, Resident Manager O. M. KOENIG, Resident Manager Neil D. Sills, Virginia manager for the ly Ng i a 
__Entered as Second-class matter June 9, 1900, at Post Office at Chicago, Ill, Under Act March 3, 1879 | | Sun Life of Canada, is the proud pos- — y it --% ome mas — Pann 
aaa: ~ Subscription Price. $3.00 a year ;in Canada, $4.00 a year. Single Copies 15 cents a sessor of a beautiful silver vase pre- ral e ulaeed tan te Cee 
jubscriptic 336 sin € » $4. : gon sented him by th gy cme. Ee | : Beas: aver 
= ____In Combination with The National Underwriter (Fire and Casualty) $5.50 year. Canada$750 aaenete. ig eo bonne oe Stgwerks ot ity of Cincinnati and the Cincinnati Law 








As the Counsel Warned 


THE persistent warning of insurance 
counsel as to the inroads of the courts in 
underwriting procedure have been justi- 
fied by the important case of the FEpERAL 
Lire of Chicago, which has been decided 
by the United States Supreme Court and 
which has definitely established one of 
the most important precedents yet placed 
before disability underwriters. This case, 
known as Jennie M. Rascoe vs. Federal 
Life, strikes at the very foundation of 
health and accident underwriting and claim 
adjustment work and its findings will call 
for a readjustment in underwriting prac- 
tices by those companies handling both 
disability insurance and the disability clause 
on life insurance. It has been closely 
watched by all disability and life in- 
surance underwriters and this final de- 
cision by the supreme court will doubt- 
less call for immediate and concerted 
action by these companies. 

The case, which has been discussed 
frequently in the news columns, is fa- 
miliar to all disability underwriters. It 
was an unusual case as far as the pro- 
cedure during the litigation was con- 
cerned and the final decision was 
peculiar. The case arose in Nashville, 
Tenn., over a claimant under an acci- 
dent policy who had been paid indemnity 
from the time of the accident in 1922 
until 1923. Upon advice of several com- 
petent physicians the company then de- 
nied further liability on the basis of per- 
manent and total disability. Suit was 
immediately brought by the claimant 
and at once removed to the United 
States district court where a bill in 
chancery was filed. When called for 
trial two years later, the complainant 
appealed for a transfer to the law docket 
which was granted at once by the court, 
in spite of the protest by the defendant, 
as no time had been allowed to prepare 
a law case, the defense having been 
summed up entirely on the basis of a 
chancery suit. 

During the trial the company’s own 
agent was used as a witness to state 
what the life expectancy of the policy- 
holder would be and what the total 
amount due on the basis of commuta- 
tion would be. Although the counsel 
for the defendant protested that the life 


expectancy table applied only to well 
lives and not to disabled lives and that 
life expectancy commutation did not 
take into consideration the possibility 
of either recovery or death of the in- 
dividual case, the court upheld the ap- 
peal of the complainant and decided for 
the policyholder with a judgment of 
$21,519. The case was carried through 
the court of appeals to the United States 
Supreme Court which rejected a petition 
for a writ of certiorari. Counsel for the 
FeperAt Lire then filed a petition for a 
rehearing of the petition for a writ of 
certiorari and this has now been refused. 

This case as it now stands is vital 
to both disability underwriters and life 
underwriters. It applies in particular 
only to an accident policy, but it can 
easily be extended to cover all disability 
policies and disability clauses. It is 
dangerous, because it involves the fun- 
damentals of claim adjustment and will 
make it a dangerous procedure for the 
companies in the future to reject a 
claim. If a rejected claimant can go 
into court and file a lawsuit, rather 
than a chancery suit, and secure dam- 
ages on the basis of the commutation 
of life expectancy, the companies will 
face a hazard which will disrupt the 
entire business. The filing of a dam- 
age suit of itself on the grounds of a 
breach of contract, in the event of a 
denial of liability, will make the denial 
of liability almost prohibited ground 
for the claim department. In addition, 
the granting of lump sum judgments on 
the basis of the summation of indemnity 
for life expectancy creates a hazard 
which present rates can certainly not 
meet and probably present underwriting 
practices and policy forms cannot 
handle. The attention of the court was 
fully directed towards the upheaval 
which this decision will make in under- 
writing practices, but this strong ap- 
peal has gone unheeded by the court. 
It is a striking case of the inroads of 
judicial procedure with the intricate ma- 
chinery of underwriting and its solution 
will require the concerted effort of 
every disability and life underwriter in 
the country and that in very short 
order. 


Giving of Time 


Some insurance salesmen seem to insist 
on imposing on prospects and forcing them 
to give time, although they seemingly had 
no time for the salesman on his call. It 
is a disastrous course to pursue to try to 
squeeze time reluctantly out of a pros- 


pect. The agent’s time is just as valu- 
able or should be. If the prospect can 
not afford to give his time, the agent 
should not insist on his own being thrown 
in the discard. That waste should be 
eliminated. 


mond, incident to his recent reelection 
as chairman of the board for his 12th 
successive term. He has been affiliated 
with the church for 25 years, having 
become identified with it when he was 
transferred to Virginia as manager for 
the Sun Life. He enjoys the distinction 
of being the oldest general agent or 
manager for a life company at Rich- 
mond in point of continuous active serv- 
ice, and says that he is still good for 
another quarter of a century of service. 
Mr. Sills is a former president of the 
National Association of Life Underwrit- 
ers and also a former president of the 
Richmond association. 


Clarence E. Linz, vice-president of the 
Southland Life of Dallas, has been 
elected a director of the Federal Reserve 
Bank of the Eleventh Federal Reserve 
district. His term is three years. The 
election this week is the third time Mr. 
Linz has been named for the post. Mr. 
Linz, while devoting his major interest 
to the Southland Life, is connected with 
several banks and big industrial con- 
cerns in Dallas and Texas. He was un- 
til a few months ago president of San- 
ger Brothers, operators of the three 
largest department stores in Texas. 


Clifford McMillen, home office general 
agent at Milwaukee for the Northwest- 
ern Mutual Life, has been elected presi- 
dent of the University Club of Milwau- 
kee for the ensuing year, and also a 
director for the three-year term. In the 
next year, under his term, the new 
building which the University Club is 
now erecting in Milwaukee will be com- 
pleted. 


Harrison B. Coleman, aged 59, man- 
ager of the Continental Life of St. 
Louis at Columbus, O., died a few days 
ago. He has been ill for several months 
with heart trouble. The body was sent 
to Port Gerbin, N. Y., for burial. 


Verl Keiser, manager of the Federal 
Life in Portland, Ore., represented the 
Portland alumni club at the national 
convention of the college fraternity, Phi 
Delta Theta, in Montreal, Can., Dec. 28- 
30, planning to attend the Federal Life 
convention in Chicago the first week in 
January, now postponed. 


John Marshall Holcombe, manager of 
the Life Insurance Sales Research Bu- 
reau, with headquarters at Hartford, 
journeyed down to Virginia last week 
to visit his friend, Edmund Strudwick, 
Jr., vice president of the Atlantic Life 
of Richmond. While there he went on 
a wild goose hunt, the party bagging a 
total of eight. He carried several back 
home and instead of turkey had baked 
goose for Christmas dinner. 


The death of Glenn L. Shipman, gen- 
eral agent for the Northwestern Mutual 
Life at Kalamazoo, Mich., came sud- 
denly and was wholly unexpected. He 
was 54 years of age. Mr. Shipman had 


been associated with the company since 
1902, being an agent in the general 
Kalamazoo under J. 


H. 


agency at 








School. He was 66 years of age. 


Paul R. Schweich, manager of the 
Kansas City office of the Lincoln Na- 
tional Life of Fort Wayne, sustained 
a very painful and serious injury in an 
accident last week. Returning from 
Hutchinson, Kan., where he .had been 
on business with Don L. Shaw, also 
a member of the office force, Mr. 
Schweich’s auto was hit by an inter- 
urban car near Junction City, Kan., and 
both he and Mr. Shaw were hurled from 
the car. Mr. Schweich’s injuries in- 
cluded a badly fractured arm, and seri- 
ous lacerations on one foot. Mr. Shaw 
was unhurt except for bruises. 

As a Christmas present to their chief, 
the Kansas City agents of the Lincoln 
National presented to Mr. Schweich, at 
St. Luke’s hospital where he is con- 
fined, $50,000 in new insurance, written 
the week before Christmas. 


Closely following the remarkable ex- 
ploit of Edward J. Kennedy, agent of 
the Travelers at Chicago, who recently 
broke a world’s record by obtaining 159 
individual life policies between midnight 
and 10 o'clock on Dec. 1, another world’s 
record has gone by the boards, it was 
learned here yesterday. George 
Haverstick of Waukesha, Wis., also an 
agent of the Travelers, wrote six group 
life and three group accident and sick- 
ness applications between Dec. 17 and 
20. His exploit is the more remarkable 
when one discovers that the total popu- 
lation of Waukesha is only 15,000. 


D. W. Edwards, for many years gen- 
eral agent of the Provident Mutual Life 
in Indianapolis, died last week after an 
illness of several weeks. Mr. Edwards, 
years ago, was active in the Indiana 
Association of Life Underwriters and 
held official positions in the organiza- 
tion. He was a consistent personal pro- 
ducer of a steady volume of business 
and remained actively in the field until 
his health began to fail. 


Walter W. Riedel, cashier for the 
past two years of the Southern Califor- 
nia-San Joaquin Valley agency in Los 
Angeles of the ordinary department of 
the American National of Galveston, 
under General Agent M. M. Waddle, has 
been advanced to the newly created po- 
sition of home office field auditor, ¢t- 
fective Jan. 15. This promotion is the 
result of Mr. Riedel having originated in 
the Los Angeles office a system of agen- 
cy accounting which was found so sat- 
isfactory by the home office that the 
decision was made to adopt it as a uml 
form detail of branch office accounting 
and place him in charge of its installa- 
tion and maintenance in the branch of- 
fices. Mr. Riedel first joined the Great 
Republic Life in 1913, remaining with 
this company four years, resigning to 
engage in another line of business and 
returning to life insurance work in 1925 
as cashier in Mr. Waddle’s agency. The 
successor selected to fill the vacancy 
caused by the promotion of Mr. Riedel 
is Eugene Waddle, son of General Agent 
M. M. Waddle. 
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JOINS GREAT REPUBLIC LIFE 
Irving S. Hoffmann Leaves Ohio State 
Life to Head Agency for Los An- 
geles Company in That City 





Irving S. Hoffmann of Los Angeles, 
formerly of Columbus, O., has become 
identified with the Great Republic Life 
as manager of the Irving S. Hoffmann 
general agency in Los Angeles, resign- 
ing as manager of the southern Cali- 
fornia agency of the Ohio State Life to 
accept the new appointment. 

Mr. Hoffmann is well known through- 
out the country as one of the founders 
and organizers of the Ohio State Life. 
He was its first superintendent of agen- 
cies in 1906, as well as a member of 
the board of directors. He became first 
vice-president and general manager of 
agencies in 1910 and continued as di- 
rector until he became state agent and 
manager of the company’s southern 
California agency in September, 1924. 
His office and agency quarters will be 
established on the 13th floor of the 
Great Republic Life building. 





ASSOCIATE GENERAL AGENT 





D. B. Adler Has Been Advanced by 
General Agent J. Elliott Hall 
of the Penn Mutual 





D. B. Adler has been appointed as- 
sociate general agent of the Penn Mu- 
tual Life in New York City, by Gen- 
eral Agent J. Elliott Hall. He has been 
the office manager for Mr. Hall. He 
will open an office of his own early in 
January. It will be subsidiary to the 
Hall agency. Harold Smith, until re- 
cently head of the new business depart- 
ment at the home office of the Mutual 
Benefit Life, becomes the office men- 
ager for Mr. Hall. He has been with 
the Mutual Benefit Life for 30 years. 
Mr. Adler has been in the life insurance 
business for eight years. He formerly 
was with L. A. Cerf, general agent of 
the Mutual Benefit Life in New York, 
as agency supervisor. He taught the 
classes of new men for the Cerf agency 
and assisted in selecting new agents. 
Later he was placed in charge of the 
40th street office of the Cerf agency. 
In 1922 he went with the Penn Mutual 
general agency as office manager. 





CHANGES BY BANKERS LIFE 





Michigan Field Is Divided Between 
Two Agencies—Form Partnership 
at Cedar Rapids 





J. W. Strong and W. H. North, who 
have for several years been in charge 
of the Bankers Life agency in Detroit, 
will dissolve their partnership Jan. 1. 
A second agency will be opened at 
Grand Rapids and this will be under the 
direction of Mr. North. His territory 
will include the western half of the 
southern peninsula of the state. J. W. 
Strong will become agency manager at 
Detroit and will be in charge of the 
eastern half of the peninsula and the 
city of Detroit. 

A partnership, effective Jan. 1, has 
been formed by T. P. Rogers, veteran 

ankers Life agency manager at Cedar 
Rapids, Ia., and F. W. Darling. Mr. 
Darling has for the past four years 
been supervisor of Mr. Rogers’ agency, 
contributing in a large degree to its 
marked success. After Jan. 1 the 
agency will be officially known as 
Rogers & Darling. 





Ohio State Life Appointments 
_ The Ohio State Life has just estab- 
lished three new agencies, according to 
President John M. Sarver, who has re- 
turned to Columbus after several con- 








FORE! 


S we all tee off the New 
Year together let us re- 
solve to turn in the best score 
we have ever made over the 
course of twelve months. 


Conditions in business 
promise to favor us and our 
work in its service to young 
and old is worthy of our 
best efforts. 
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‘‘Its Name Indicates Its Character’’ 


Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $450,000,000 in Force 
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| | Security~— 

@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has always stood safe and secure 


as a foremost disciple of Pure 
Life Insurance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 
































Celebrate With Us 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. Contracts 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 
manency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 








ferences with life insurance men in Chi- 
cago. L. E. Gee has been made man- 
ager for eastern Kentucky with offices 
in Ashland: Henry C. Semple has been 
made manager for southern Indiana with 
offices in New Albany and John W. Til- 
ton has been made manager for central 
Kentucky with an office in Lexington. 


F. H. Schofield 


The New York Life is installing a 
branch office in Madison, Wis., to cover 
35 counties in western Wisconsin. F. 
H. Schofield, formerly of La Crosse, 
will be agency director and Alfred Thur- 
ow of Milwaukee will be cashier. The 
office is to be called the capitol branch. 


L. G. Linman & Sons 


The Farmers National Life of Chi- 
cago has been admitted to Florida and 
has appointed L.-G. Linman & Sons of 
Lake Worth as state supervisors. The 
Linmans have represented the company 
in central Michigan, having demon- 
strated their agency building ability in 
that district. They have organized the 
central Michigan agency force for the 
company, but have only given a por- 
tion of their time to this work, as they 
went south this winter. They have es- 
tablished new agency headquarters at 
Lake Worth, Fla. 


Frank E. Matthews 


Frank E. Matthews, formerly of 
Americus and Cartersville, has been ap- 
pointed general agent of the Manhat- 
tan Life in Georgia, with headquarters 
at Atlanta. For the last two years he 
has been with the Jefferson Standard 
Life as supervisor for Georgia. 


George H. Beach 


The appointment of George H. Beach 
as a general agent of the Penn Mutual 
in Detroit gives the company three pro- 
ductive agencies in that city. George 
L. Bahl has been cultivating the terri- 
tory for a long time. Lee M. Gillette 
opened a general agency about three 
years ago. Mr. Beach is 73 years of 
age. He began his insurance career 26 
years ago as an agent of the Canada 
Life in Lansing, Mich. Then he went 
to Detroit for the company. In 1907 
he joined the Mutual Benefit as a per- 
sonal producer. He early adopted the 














program method in selling life insur- 
ance. In 1915 he formed the George H. 
Beach Company, an independent organ- 
ization for producing insurance. 





Aetna Life Appointments 


Harry W. Kavel will succeed the firm 
of Cameron & Kavel, managers of the 
Aetna Life at Minneapolis. E. W. 
Cameron retires from the firm. 

At El Paso, Tex., Thomas C. Holli- 
day succeeds Parke Houston as man- 
ager. 





R. G. Page 


The general agencies of the Aetna 
Life at Fort Wayne and South Bend, 
Ind., have been merged under South 
Bend headquarters with R. G. Page of 
South Bend in charge of the combined 
territory. Arthur W. Young, who has 
been manager at Fort Wayne, continues 
with the company there is an individual 
capacity. 





C. R. Thorburn 


C. R. Thorburn has been appointed 
supervisor of group life for the Equi- 
table Life in Wisconsin and will devote 
all of his time in the future to that 
branch of the business. He has been 
with Equitable Life for the past five 
years in Minnesota and Wisconsin, sell- 
ing all lines for the company. 





H. E. Wirth 


H. E. Wirth, district supervisor for 
the Western Union Life of Spokane in 
Oregon with headquarters at Medford, 
Ore., has been promoted to state man- 
ager for Utah and the southern half of 
Idaho. He will make his new head- 
quarters in Salt Lake City with- the 
Salt Lake branch manager in _ the 
Walker Bank building. Mr. Wirth has 
been in the life insurance business for 
17 years and is well and favorably 
known among the insurance fraternity 
of the Pacific northwest. 





W. E. Spafford 


W. Earl Spafford, district manager at 
Provo, Utah, for the Equitable Life of 
New York until some months ago, has 
been appointed Utah manager for the 
Northern Life of Seattle, with headquar- 
ters at Salt Lake City. 
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If If 

Territory does make a difference You are a producer 
If If 

Close co-operation is necessary You believe in yourself 
If If 


A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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LIFE INSURANCE COMPANY OF VIRGINIA 
Issues the most Ibenl forms of ORDINARY Policies 
with premiums yA a or quarterly 


INDUSTRI Policies to $1,000.00 
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JOHN G. WALKER. 




















IMPORTANCE OF CHARLESTON 





City Looms Up as Conspicuous Center 
with West Virginia Becoming 
Unified with Hard Roads 





CHARLESTON, W. VA., Dec. 30.— 
Many insurance business men are be- 
ginning to feel assured more and more 
that this city will be the state headquar- 
ters of many concerns, even more than 
at present. West Virginia seems to be 
having a new birth. It is now a going 
concern in its own right and the insur- 
ance world is taking notice of it. A 
celebration was arranged the other day 
to observe the opening of a state high- 
way connecting Charleston and _ the 
southern part of the state with the com- 
munities up north. Other gaps in high- 
ways will be completed, until at last, 
West Virginia will be hooked up and 
bound together in a single community 
that will mean something. The business 
world has taken note of recent develop- 
ments in the state. The wholesale trade 
has discovered the change. The high- 
way and truck have revolutionized trade 
and trade channels. Traveling salesmen 
are touring West Virginia territory in 
automobiles. 


Development of Coal Fields 


But a few uncut forest tracts remain 
in West Virginia. The oil and gas de- 
velopment must be vigorously waged to 
keep abreast with the present normal 
yield, and its doom has been sounded. 











There remains coal; and no limit to coal 
apparently with its varied qualities as 
yet not realized by much of the con- 
suming public. Present active coal re- 
gions may shut down, but others will 
open for the hills are filled with coal. 
And the market for West Virginia coal 
is yet to be fully established. It stands 
competition and holds customers. Water 
power has not yet been tapped, except- 
ing one or two early birds that have 
found something good. 

West Virginia is to come into its full 
stature when it opens up its live stock, 
fruit and vegetable resources. And 
that will rapidly come about with the 
opening of the state highways and the 
connection of communities by hard 
roads, county seat with county seat. 
Towns that were days apart in summer 
and absolutely isolated in winter are now 
but on hour’s ride away. 


Railway Center 


The insurance world may study the 
state and it will arrive ultimately at 
some conclusions. The first will be that 
West Virginia has a future and a rapid 
development is certain. The second must 
be that right now and for some years to 
come the big development is in the 
southern part, probably below the New 
and the Kanawha rivers. For further 
data consult the reports of the two rail- 
way systems of the southern part of this 
state. Then, incidentally, watch the 
movements of the B. & O. and the New 
York Central. Somebody will get hold 
of the Virginian, for the coal of the 
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south is bound to get north by a route 
directly through this state. 


Center for Insurance Operations 


And, finally, and for the important 
angle for insurance people, the state 
house is now under construction at 
Charleston. The future of Huntington 
as a business center is assured; the 
towns of Williamson, Logan, Welch, 
Bluefield, Beckley, Montgomery, Lewis- 
burg and others are on the map to stay. 

Office quarters for divisional and dis- 
trict agencies in Charleston for life, fire 
and other companies will be required. 
One life agent, in one southern county 
of this state last year, won % trophy and 
he only scratched the surface. He is 
reported going stronger than ever this 
year. One fire insurance firm in less 
than two years established itself in 
another town down below Charleston, 
making a remarkable showing in good 
business coverage. The state highway 
construction has furnished fine pickings 
for surety companies right here in 
Charleston. The insurance business of 
southern West Virginia is fine accord- 
ing to reports from all agencies. 





Urge Bequest Insurance for Churches 


The extension of “bequest insurance” 
among the constituency of the Congre- 
gational churches of Connecticut was 
advocated by Rev. William S. Beard of 
New York City before a meeting of 
Hartford insurance men last week. Ar- 
rangements for the luncheon were made 
by John Thompson of the Connecticut 
Mutual Life and Allen B. Lincoln of 
the Northwestern Mutual Life. 

“Bequest insurance” means that a pol- 
icy shall ultimately accrue to the benefit 
of a designated charitable object, a 
church, a mission society, a college, a 





hospital or other similar institution. The 
policy takes the place of a will so far 
as the gift for which it provides is con- 
cerned. Were all life insurance agents 
to write “bequest insurance,” then more 
than 200,000 alert, trained salesmen, it 
is said, would become apostles of char- 
ity, advocates of education, missions, re- 
ligion and philanthropy in their varied 
fornis. 





Seek to Dissolve Fraternal 


The Charter Mutual Benefit Associa- 
tion has been ordered by the Pennsyl- 
vania courts to show cause why the 
state insurance commissioner should not 
take possession of its property and con- 
duct the business and to show cause 
why the court should not order the 
closing of the association’s business. 
This association recently had an alterca- 
tion with Commissioner Barfod, going 
into court several months ago in an 
effort to prevent him from investigat- 
ing its business. The association has 
been in business for 53 years and has 
15,500 policyholders. It is alleged to 
be insolvent. 





Ohio Sales Congress Dates 


March 2, 3, 4 and 5 have been se- 
lected, respectively, as the dates for the 
life insurance sales congresses to be 
held in Cincinnati, Columbus, Toledo 
and Cleveland. 





Dearden Seeks Commissioner’s Post 


Robert R. Dearden, editor and pub- 
lisher of the “United States Review” of 
Philadelphia, is a candidate for the in- 
surance superintendency of Pennsyl- 
vania, and has the backing of the Re- 
publican organization of his home city. 
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UNUSUAL SETTLEMENT MADE 





Policy Is Cancelled for 10 Percent Con- 
sideration When Medical Statement 
Is Found False 





TOPEKA, KAN., Dec. 29.—An un- 
usual lawsuit, said to be without prece- 
dent in the middle west and possibly the 
first of the kind in the country, has just 
been settled out of court. Judge John 
C. Pollock of the United States district 
court has approved the payment of 
$1,000 to Mrs. Lulu Sharp of Wich- 
ita by the Peoria Life. The payment is 
in settlement of a policy for $10,000 held 
by Virgil Sharp and upon the payment 
of the cash the policy is to be cancelled. 


Policy Allowed to Lapse 


Sharp took out a policy with his wife 
as beneficiary, but allowed it to lapse. 
In March, 1925, he sought reinstate- 
ment of the policy and upon the pay- 
ment of the premium then due and the 
filing of a statement that he had not 
been ill or under the care of a physician 
for a long period, the policy was rein- 
stated. A few days later Sharp was 
taken into the custody of the police on 
a charge of insanity. “Tex” Mason, a 
cowboy, said that Sharp had approached 
him on a deal to go to Illinois and the 
two would kill three people in that state 
against whom Sharp had some sort of a 
Studge. Mason turned Sharp over to 
the police, 

In the insanity hearing it was devel- 
oped that Sharp had had medical treat- 
ment and had been cared for by a physi- 
cian for a considerable period previous 
7 the time he secured the reinstatement 
th his policy. The company went into 
the federal court a few days after the 
Msanity hearing and asked to have the 
policy cancelled. Before the case was 
—— tried and after Sharp had been 
. the state insane hospital 18 months, 
$ Y Company agreed to pay Mrs. Sharp 
000 in cash and she agreed to give 
P the policy for cancellation. The 
court approved the settlement. 





PLANS AGENCY CONVENTION 
Fortieth Anniversary Gathering to Be 
Held by Old Line Bankers 
Life Feb. 9-11 





The Old Line Bankers Life of Lin- 
coln, Neb., will hold its. 40th anniversary 
convention at the home office Feb. 9-11. 
The business sessions of the three-day 
gathering will be given over to a dis- 
cussion of the everyday problems of the 
field man, as well as the methods and 
practices of the company. Representa- 
tives have qualified from each of the 16 
states in which the company operates 
and this will be the largest convention 
in the history of the company. The 
Old Line Bankers Life will close this 
year with approximately $117,000,000 of 
insurance in force. 


NAME PERMANENT DIRECTORS 





Stockholders of Cosmopolitan Life of 
Chicago Met to Prepare for 
Beginning Operations 





At a meeting of the stockholders of 
the Cosmopolitan Life of Chicago, held 
at the home office Monday, new direc- 
tors were named to succeed five of the 
originally named directors who retired 
from the board as originally planned. 
When the stockholders held their first 
organization meeting all of the original 
incorporators were elected as directors, 
with the understanding that those who 
lived too far from the home office to 
make possible their active cooperation 
would be permitted to resign after the 
by-laws were adopted and their suc- 
cessors were found. At Monday’s meet- 
ing the board was completed as a per- 
manent organization, consisting of the 
following: William W. Kreamer, presi- 
dent; Dr. O. E. Chase, vice-president 
and medical director; George A. Golder, 
treasurer; Donald E. Webster, secre- 
tary; Ernest L. Kreamer, director and 





Your Prospect’s Future 
is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 
business. Sell this contract: 
















































Any natural death............00+ $5,000 
Any accidental death .........+++- 10,000 
Certain accidental deaths........ 15,000 
Accident oni $50 per WEEK. 
on-cancellable) 


Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY | 





You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an rtunity in your town. 
Our Vice President, Eugene E. Reed, will tell 
you all about it. Write him direct ... . and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
New Hampshire 


= 
A Loyal, Efficient Agency Corps 


of the success of a life insurance company is a force of enthusiastic men and 

Nedta eee Salt Spec te ws Sheath aad oes 
bers—the proving test. 
eon gil saad et ie a Bess 
upborne and on by loyal, ient and contented field workers. 
Ce he Ne 
features of service the d j 

They take a pride in_ building opty wes @ great past—a loyal, efficient agency 





Inquire! 








Those who contemplate life insurance field work as a vocation are invited to write to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET 
NEW YORK, N. Y. 































T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1869 under the Laws of the State of New York 


53° UNION SQUARE, NEW YORK 
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You may believe there is nothing 
new under the sun, but after con- 
sidering our General Agency 
proposition you may not be so 
sure about it. 


HE Gem City Life was or- 
' ganized in 1911. For over 
© 15 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience —big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seek- 
ing in a company. 











General Agency Openings in 
»West Virginia, Georgia,. Ala- 
bama, Louisiana, S. E. Ohio 





me 


The GEM CITY LIFE — 
INSURANCE COMPANY 


Dayton - - Ohio 
| I. A. MORRISETT, Vice-President 
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New Increased Dividend Scale 
Effective January 1, 1927 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
BOSTON, MASS. 


This Company is now in the very Forefront on Low Net Cost 


Dito. dncidemaindndpetndiian 
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We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill, Ia., Kans., Md., Mich, 
Mian., N. M., N. C., Okla., S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


' B, R. NUESKE, President 




















Mr. Haase has conducted the chorus for 
the past six years, starting with it when 
it was the Northwestern Mutual Clerks 
Association Choral Club. 


attorney; Sherwood R. Moore, William 
D. Mann, George T. Clithero and Fred- 
ric H. Clarke. No other business was 
transacted at this meeting and the com- 
pany will not commence active business 
until after the first of the year. One of 
its first steps will be the taking over of 
the business of the Guaranteed Equity 
Life of Chicago. The Cosmopolitan 
Life was organized early in the year 
with a capital of $100,000 and a sur- 
plus of like amount. Stock was sold 
only to policyholders of the Guaranteed 
Equity Life which has $2,000,000 in 
force and operates in Illinois, Missouri 
and Michigan. 





Milwaukee Agency Incorporates 


Edward Madden & Sons, Wisconsin 
state managers for the Kansas City 
Life at Milwaukee, have filed incorpora- 
tion papers, effective Jan. 1. The agency 
has completed its fourth year and it 
has written its quota each year. Each 
year the quota was raised $1,000,000, 
but this increase was easily met. The 
agency has apout 80 agents in the field, 
including 30 contracts direct with banks 
throughout the state. 





Considers Merger 


ST. PAUL, MINN., Dec. 29.—After 
a hearing here yesterday Commissioner 
George Wells took under consideration 
the petition of the Roosevelt Life of 
St. Paul to reinsure its business with 
the Northern States of Indiana. The 
Roosevelt, a new company, has about 
$3,000,000 in individual insurance and 
$2,000,000 in group insurance, practically 
all of it in Minnesota. 





Honor Earl G. Mercer 


The executive committee of the Life 
Underwriters Association of Kansas 
City, at a luncheon last week, honored 
Earl G. Mercer, cashier of the Royal 
Union Life in Kansas City, and past 
president of the association, on the oc- 
casion of his removal from Kansas City. 
President Reed G. Hake presented a 
Parker desk set to Mr. Mercer, ex- 
pressing the appreciation of the asso- 
ciation to Mr. Mercer for his faithful 
and loyal work as secretary and later 
president of the Kansas City associa- 
tion. After being with the Royal Union 
in Kansas City since 1912, Mr. Mercer 
is going to Des Moines to enter the 
executive department of the company. 





May Fight Kansas Provisions 


It appears likely that there will be a 
hard fight on two of the life insurance 
sections of the new Kansas insurance 
code when it is presented to the legis- 
lature next month. One is on the 
amendment to the present forfeiture 
law and the other is on the prohibition 
against the sale of stock with policies. | 








Illinois Life Kansas City Meeting 


The W. B. Davis & Son agency of 
the Illinois Life at Kansas City, Mo., 





Finance Company Plan Bdrred 


— p Alenia cos ad ony ih Me will hold its 25th annual meeting Jan. 
license, as security for first mortgage 14-15. More than 70 men from Mis- 
trust certificates, was held to be illegal sourt and Kansas, the southwest de- 
by T. L. McIntosh, assistant amaeaner partment, will attend. Home office offi- 
< Pe ig arte Nei ~ | cials who will be in attendance are: 


general of Wisconsin, in an opinion 
given to W. H. Richards, deputy bank- 
ing commissioner. The opinion held 
that the sale of the policy as security 
would make the finance company an 
insurance agent subject to the Wiscon- 
sin insurance laws. It was requested in 
the case of the Commonwealth Guar- 
anty Co., a Madison firm, which pro- 
posed to sell the certificates on monthly 
installments, and also a policy on the 
life of the purchaser as security for the 
certificates. 


R. W. Stevens, president; J. W. Stev- 
ens II, agency vice-president, and P. 
L. Sausser, supervisor of agencies. The 
meeting will be under the direction of 
Roger Davis. 


Set Big 1927 Goal 


A half dozen district managers for 
the American Central Life of Indian- 
apolis met in Des Moines this week to 
confer with Iowa Manager M. M. Dem- 
ing relative to plans for 1927. The Iowa 
agency has set for its next year’s mark, 


Give Christmas Carol Program $2,250,000 new insurance. Arthur F. 
| Lungren, agency director, represented 


a on ee eee ys | the home office at the two-day confer- 
Northwestern Mutual Life at the home | *"** 
office in Milwaukee last week. Solos | 

were given by W. Ray Chapman, assist- 

ant superintendent of agents; R. M. Port 
of the collection division in the secre- 
tary’s department, and J. W. De Roche 











Union Central Agents Meet 


Agents of the Union Central Life from 
71 counties in Iowa will hold their semi- 
| annual agency meeting in Des Moines 
of the policy loan division. Miss Bessie | this week. Fred G. Applequist, general 
Burton of the mailing division was the | agent there, will be in charge of the 
accompanist. | meeting. Dr. F. R. Holbrook, chief ex- 
The chorus was conducted by Carl/| aminer, and Clifford DePuy, publisher 
Haase, who has charge of the new work | of the Underwriters Review, are two 
division in the secretary’s department. ! of the principal speakers. 


BANNER YEAR IS REPORTED | of $765,000 was awarded the grand 
| prize, a loving cup, offered by the com- 
pany to the best producer for the year. 
| R. L. Maxwell won the second prize on 
more than $600,000 business for the 
year. Both are from Dallas. O. E. 
Cannon of Mission, Tex., won the prize 
29.—More | for the most applications while R. W. 
| Slovacek of Temple ranked second. 
Reports at the meeting showed the 
| Southwestern had a banner year, despite 
| the low price of cotton. The new busi- 
| ness in 1926 exceeded that of 1925. The 
toned | lapses were not as great as had been 
The chief speakers at the banquet | XPected and the company is — 
were Tom Vardell, president of the | the mew year in excellent shape ant 
company; R. L. Daniel, state insurance | —_ the brightest prospects for mor 
at usiness. 








IN THE SOUTH AND SOUTHWEST 








Southwestern Life Holds Annual Con- | 
vention of $100,000 Club at Home 
Office in Dallas 





DALLAS, TEX., Dec. 
than 400 agents who had written $100,- 
000 or more this year and their wives 
attended the annual agency meeting of 
the Southwestern Life here last week. 
The convention extended over three 





secon x oS c Walsh, special | 

agent ederal Reserve Bank; Tom| ’ ‘ : 

Love, state senator, and J. E. Cockrell | Organize Great American Life 

of the North Texas National Bank. The Great American Life has been oT 
A. A. Green, Jr., with a total volume ‘ ganized at Greenville, S. C., and has 

















December 31, 1926 


to write ordinary and industrial life busi- 
ness. The company will start with a 
capital of $100,000 and cash reserve of 
$50,000. It is hoped that the company 
will be ready to start writing early in 
1927, as agents have already been se- 
cured and policy forms adopted. 
organization meeting the following of- 
ficers were elected: Frank F. Martin, 
president and treasurer; E. Roy Stone, 
vice-president and general manager; J. 
Norwood Cleveland, secretary; E. M. 
Blythe, general attorney; Dr. W. H. 
Belk, medical director; Frank W. Mar- 
tin, assistant secretary and treasurer. 





Oklahoma Aid ‘Holds Convention 


The Oklahoma Aid Association held 
its annual convention in Oklahoma City 
last week. Among the speakers on the 
program were C. W. Gunter of the Se- 


curity National Bank, on “A Banker’s 
View of the Oklahoma Aid Associa- 
tion”; Jesse G. Read, insurance com- 


missioner, on “Sentiment in Life Insur- 
ance”; Mayor Cargill of Oklahoma City 
and Thomas Owen. 


Rockwell School for Dallas 


The Rockwell school of life insurance 
will be held in Dallas Feb. 15 to April 
18. A very successful session of the 
school was held at Houston last year. 

The school is to be conducted by Dr. 
Charles J. Rockwell anda corps of assist- 
ants. Henry T. Hinsch, the president 


At the | 


applied for a state charter authorizing it | 








of the North Texas Association of Life | 


F. L. Euless, secretary of 
Association, and S. Y. 


Underwriters; 
the Managers 


Matthews of Matthews & Son, managers | 


LIFE INSURANCE EDIT ION 


for the eittemageite. Life, have been es- 
pecially active in securing the school for 
Dallas and are now busy enrolling stu- 
dents. 


See Hot Fight on Robertson Law 


It is reported in Texas that former 
Governor James E. Ferguson will be 
lined up in January with the efforts to 
repeal the Robertson law. The 
life insurance men announced 
weeks ago that they expected a harder 
fight on the measure this session than 
ever before, because it was said John 
Henry Kirby, newly elected member of 
the house from Harris county, would 


| lead the fight for the repeal of the meas- 


ure. 
Oklahoma Agency Meetings 
Agency meetings announced by the 


various life companies operating in 
Oklahoma City in January include Kan- 
sas City Life, Jan. 12-14; Equitable Life 
of New York, Jan. 14; Phoenix Mutual 
Life, Jan. 14; Massachusetts Mutual 
Life, Jan. 14; Northwestern Mutual 
Life, Jan. 17-18. 
Texas Department Figures 

Data compiled by the Texas depart- 
ment indicate a material increase in 
business in that state this year. Com- 
panies operating in Texas have approxi- 
mately $23,098,996 in bonds and securi- 
ties with the department, most of the de- 
posits being made as reserves against 
life policies. Of this amount $18,030,166 
is to cover reserves on registered life 
policies. 
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HAVE NEW CLUB IN SEATTLE | the January meeting, 


General Agents and Managers Organize 
for Discussion of Topics of 
Interest to Agencies 


SEATTLE, WASH., Dec. 29.—For- 
mation of the Life Insurance General 
Agents and Managers Club of Seattle 
was effected last week. The new organ- 
ization supplants the Life Insurance 
Sales Executives Club which has existed 
here for several years. The object of 
the new club is to promote good fellow- 
ship among the general agents and 
executives, and to hold monthly meet- 
ings for the purpose of hearing. speakers 
on topics of interest to life insurance 
agencies. The members have agreed to 


discourage discussions on activity in the | 


club which might arise out of competi- 
tive conditions between their respective 
agencies. The membership will be re- 
stricted to general agents and managers 
or directing heads of life insurance 
agencies in Seattle. 

Club policies and programs are con- 
trolled by an executive committee of ten 
elected annually to serve one year. The 
meetings will be held every month ex- 
cept July and August. The executive 
committee will appoint a_ special chair- 
man for each meeting. This chairman- 
ship will rotate and the chairman will 
plan the monthly meeting program. 
Programs will be outlined by the execu- 
tive committee for at least three months 
in advance. In addition to the monthly 


meetings there will be held weekly an | 


intormal luncheon. These 
will be mainly social and in no case will 
programs be planned. 

William Peterson of the Provident 
Mutual Life is chairman of the execu- | 
tive committee, the other members of 
which are: M. L. Baker, Northern Life; 

- A. Cohen, Bankers Life of Des | 
Moines; M. R. Cummings, New Eng- 
land Mutual Life; E. H. Norene, New 


York Life; J. A. Macfadyen, Sun Life | 
of Canada; J. J. Patterson, Oregon | 
Life; J. Sauter, Equitable Life of | 


New York: Martin Sloane, John Han- | 
cock Mutual Life, and L. D. Unger, 
Metropolitan Life. C. J. Sauter is vice- 
chairman, 

Marion R. Cummings is chairman for | 


luncheons | 


his subject being 
“Lapsations.” J. A. Macfadyen has 
charge of the February program on the 
subject “Advances to Agents” and in 
March C. J. Sauter will preside, the 
subject being “Securing and training of 
new salesmen.” 


William Waddle Resigns 


William Waddle, for the past three 
years field superintendent of the Occi- 
dental Life of Los Angeles, has resigned 
and will devote his time mainly to the 
development of a large ranch which he 
owns in the San Joaquin Valley near 
Visalia. Prior to his appointment as 
field superintendent Mr. Waddle was 
for two years general agent of the Ven- 
tura and Santa Barbara counties, re- 
signing this position when the branch 
office system was adopted by the Occi- 
dental. Before becoming a_ general 
agent he was a large personal producer 
with this company almost from the 
time of its organization, writing about 
$500,000 a year. He has been in the 
business about 30 vears. 





Will Increase Its Capital 


The directors of the Missouri State 
Life have fixed Jan. 14 as the date on 
which the stockholders will vote on the 
proposition to increase the capital from 
$2,000,000 to $3,000,000. New stock will 
be sold the present stockholders on the 
basis of one share for each two shares 
now held and will be sold at par value. 


1 
| 
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Texas | 
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WHICH IS THE LOWEST 
COST COMPANY? 


Perhaps no company can claim to have the Lowest Cost 
on all form of policies at all ages and for all durations, but 
the net cost of our “SPECIAL FIVE” is very unusual. 
Compare our cost on this policy with that of Government 
Insurance or with that of the lowest cost company you 
know of. 


The Preferred Risk $5,000.00 Special 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 
(contingent upon payment of second premium) 
Net Cost First Year $89.25 or $17.85 per thousand! 


HOW DOES THIS STRIKE YOU? IT IS GOING OVER 
BIG! 


PERFECTED ENDOWMENTS return the savings in addition 
to the face of the policy at death. The forfciture of the excess pre- 
miums over the ordinary life premiums is avoided. 


CHILD’ ENDOWMENTS issued from Age One Week up, with 
Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 


The improved GOLDEN RULE AGENT’S CONTRACT gives— 


VESTED RENEWALS, 
UNRESTRICTED TERRITORY, 
AUTOMATIC PROMOTION. 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street 
Columbus, Ohio 


D. E. Ball, Vice-President and Sec'y. 











Cc. W. Brandon, President 

















We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 








Insurance in Force. 


Assets ..... 
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Paid Policyholders since organization........... 
WANTS—General Agents and Meheges | in 217 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, Ill. 
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THE SECURITY LIFE INSURANCE CO. OF AMERICA 


0. W. JOHNSON, PRESIDENT 


.Over Fifty Million 
-Over Six Million 

AND THAT HAS 

..Five Million 
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= Age Prem. 1926 1925 1924 1923 1922 1921 1920 1919 1918 1917 1915 1912 
’ . 45..... 37.08 7.62 7.85 8.08 8.32 8.56 8.82 9.08 9.34 9.59 9.85 10.36 11.49 
NEWS ABOI IT LIFE POI ICIES tele. 38.55 7.82 §.06 8.31 8.57 8.83 9.09 9.37 9.64 9.90 10.17 10.69 11.84 
Mtge 40.12 804 8.30 8.56 8.84 9.11 9.39 9.67 9.95 10.23 10.49 11.02 12.21 
icin 41.78 829 8.55 8.84 9.12 9.41 9.70 9.99 10.28 10.57 10.85 11.38 12.59 
-: : = . aes 43.56 8.55 8.84 9.13 9.43 9.74 10.04 10.34 10.63 10.92 11.21 11.75 12.99 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in ee 45.45 8.84 9.14 9.45 9.77 10.08 10.40 10.70 11.01 11.31 11.60 12.14 13.42 
Policy, Literature, Rate Backs. ete, Supplemente the, “Unique Manual” /6u-co-: a8 208 248 star 104s leas lag itn Ital inde Hae Tea 1S 
igest”’ and “‘Li m,”” i nually in May an ri tively. iicese 49.60 9.34 9.68 10.01 10. J x , 2. 14.32 
PRICE, $3.50 and $2.00 tively. Y y pril respectively 53 5189 9.63 9.98 10.82 10.67 11.01 11.84 11.67 11.98 12.28 12.57 13.32 14.80 
. vr 10.80 10.66 11.01 11.35 11.69 12.02 12.33 12.63 12.90 13.80 15.30 
10.26 10.64 11.00 11.87 11.72 12.05 12.38 12.69 12.98 13.25 14.29 15.83 
ines 10g ieee eee ees eae Hee RE HE Eee EE de 
10.99 11.38 11 2.13 12. : : 137 16.96 
Dividends of State Mutual for 1927 11.38 11.78 12:18 12:55 12.91 13.25 13.56 13.85 14.27 14.83 15.95 17.57 
, 11.81 12.23 12.61 12.99 13.34 13.67 13.98 14.26 14.84 15.43 16.57 18.19 
WHOLE LIFE 12°27 12.68 13.07 13.45 13.80 14.12 14.42 14.85 15.45 16.05 17.21 18.85 
1926 1925 1924 1923 1922 1921 1920 1919 1918 1917 1915 12.75 13.16 13 55 13.93 14 27 14.59 14 96 15.49 16 19 16.71 17-89 19.53 
, ; : t 42 $5. t t ’ ; ’ 13.27 13.68 14.07 14.43 14.77 15. ‘ P ; 25 
veto ted +1 i S17 aes O28 Me eat 558 et 1381 1422 1461 14.95 15.28 15.56 16.22 16.87 17.51 18.14 19.33 21.02 
5.14 5.16 6.17 5.19 5.23 5.26 5.29 5.33 5.37 5.42 5.53 14.38 14.80 15.17 15.51 15.81 16.28 16.96 17.63 18.28 18.91 20.12 21.84 
6.17 6.19 6.21 5.25 5.28 6.31 5.35 5.39 5.43 5.49 5.61 14.99 15.40 15.75 16.08 16.85 17.06 17.75 18.43 19.08 19.72 20.95 22.71 

5.25 5.28 aan ae “rr neo Sat oh or nee eH TWENTY PATHENT Lvs bcs 
5.29 5.82 5.35 5.40 5.44 65.49 5.54 5.60 5.66 5.72 5.87 $5.28 $5.42 $5.57 $5.71 $5.88 $6.06 $6.25 $6.45 $6.66 $6.89 $7.37 $8.35 
534 537 541 5.45 5.50 5.55 5.60 5.67 5.73 5.80 65.96 531 545 5.60 5.77 5.94 6.12 6.30 6.51 6.73 6.96 7.45 8.45 
538 5.42 5.46 5.51 5.56 5.62 5.68 5.75 5.82 5.89 6.06 535 5.49 5.64 5.81 5.99 6.17 636 658 680 7.03 7.53 8.55 
5.43 5.47 5.52 5.57 5.63 5.69 6.76 5.83 5.90 5.99 6.16 538 553 5.69 5.86 6.04 6.23 6.43 6.64 687 7.11 7.62 8.66 
5.53 5.59 5.64 5.71 5.77 5.85 5.92 6.00 6.09 6.18 6.38 5.46 5.61 5.79 5.97 6.16 6.36 6.56 6.78 7.02 7.27 7.81 8.89 
559 6.64 5.70 5.77 5.85 5.92 6.01 6.10 6.19 6.29 6.50 550 5.67 5.83 6.02 6.21 6.42 6.63 686 7.10 7.36 7.91 9.01 
5.64 5.71 5.78 5.85 5.93 6.02 6.10 6.19 6.29 6.40 6.63 555 5.71 5.89 6.07 6.27 6.48 6.70 6.94 7.19 7.45 801 9.13 
5.71 5.78 5.85 5.93 6.01 6.10 6.20 6.30 6.41 6.61 6.76 559 5.77 5.94 6.14 6.34 6.55 6.79 7.02 7.27 7.54 8.12 9.26 
5.77 585 592 6.01 610 620 630 641 652 6.64 6.89 5.64 5.82 6.01 6.20 6.41 6.63 6.86 7.11 7.37 7.64 8.23 9.39 
5.84 5.92 6.01 6.10 6.19 6.30 6.41 6.53 6.64 6.77 7.04 5.70 5.88 6.06 6.27 6.48 6.71 6.94 7.19 7.47 17.74 834 9.53 
5.92 6.00 6.10 6.20 6.29 6.41 6.52 6.64 6.78 6.90 7.19 574 5.93 6.13 6.33 6.56 6.78 7.03 7.28 7.56 7.84 8.46 9.67 
5.99 6.08 6.19 6.29 6.40 6.52 6.64 6.78 691 7.05 7.35 5.80 5.99 619 6.41 6.63 6.87 7.12 7.39 7.66 7.96 8.58 9.82 
6.07 6.17 6.28 6.39 6.51 6.64 6.77 6.90 7.06 7.20 7.51 587 6.06 6.27 6.48 6.71 6.96 7.21 7.48 7.77 8.07 8.71 9.97 
616 627 638 650 663 676 691 7.05 7.20 7.36 7.70 592 6.12 6.33 6.57 6.80 7.05 7.31 7.58 7.89 819 884 10.13 
6.25 6.37 6.49 6.63 6.76 6.90 7.05 7.20 7.36 7.53 7.88 5.99 6.20 6.41 6.64 6.89 7.14 7.41 7.70 8.00 831 8.99 10.29 
635 6.47 6.61 6.75 6.89 7.04 7.20 7.36 7.53 7.71 8.07 6.06 6.27 6.50 6.73 6.98 7.25 7.52 7.81 8.12 843 9.13 10.46 
6.46 6.59 6.73 688 7.03 7.19 7.36 7.53 7.71 7.89 8.28 613 6.35 6.58 6.83 7.08 7.35 7.63 7.94 8.25 8.58 9.28 10.64 
6.58 6.72 6.87 7.02. 7.18 7.35 7.53 7.71 7.90 8.09 8.50 621 6.43 6.67 6.91 7.19 7.46 7.74 8.05 8.38 8.71 9.43 10,82 
6.82 6.98 715 7.32 7.51 7.70 7.90 8.10 8.31 8.53 8.97 6.37 6.61 6.87 7.12 7.40 7.70 8.00 8.32 8.66 9.01 9.76 11.20 
696 713 7.381 7.50 7.69 7.89 8.11 8.32 8.54 8.76 9.22 647 6.71 6.97 7.24 7.52 7.83 8.14 8.46 8.80 9.16 9.93 11.41 
711 7.29 7.48 7.68 7.89 8.10 8.32 8.55 8.78 9.01 9.48 6.56 6.82 7.08 7.36 7.66 7.96 8.28 862 8.96 9.34 10.11 11.62 
727 747 766 7.88 8.09 8.32 8.55 8.79 9.04 9.28 9.77 6.67 693 7.20 7.48 7.79 8.10 8.43 8.78 9.13 9.50 10.30 11.83 
26 6.90 7.17 7.46 7.76 808 8.40 8.75 9.12 9.49 9.88 10.72 12.29 
‘17 702 7.31 7.60 7.91 8.24 8.58 8.94 9.30 9.69 10.08 10.93 12.53 
‘13 715 745 7.75 8.07 8.41 8.76 9.12 9.50 9.89 10.29 11.15 12.78 
‘14 730 7.60 7.92 8.25 8.59 8.95 9.32 9.70 10.11 10.53 11.38 13.04 
21 746 7.77 8.09 8.43 8.78 9.15 9.54 9.94 10.34 10.76 11.62 13.31 
@ tbc 44.34 7.62 7.95 8.28 8.63 8.99 9.37 9.76 10.17 10.58 11.00 11.89 13.58 
i ccek 45.53 7.80 8.14 8.48 8.84 9.22 9.61 10.01 10.41 10.83 11.26 12.15 13.87 
MBit cscs 46.80 8.00 8.35 8.71 9.08 9.46 9.86 10.27 10.68 11.11 11.54 12.43 14.16 
wens 48.14 8.22 8.58 8.94 9.33 9.72 10.13 10.54 10.97 11.39 11.83 12.71 14.47 
ate 49.57 8.45 8.82 9.21 9.60 10.01 10.41 10.83 11.26 11.69 12.13 13.01 14.78 
OR. cca 51.09 8.71 9.10 9.49 9.89 10.30 10.72 11.15 11.57 12.01 12.44 13.33 15.11 
a ais 52.70 9.00 9.39 9.79 10.21 10.63 11.05 11.48 11.92 12.34 12.78 13.66 15.45 
nsur n vecas 54.42 9.23 9.64 10.05 10.47 10.90 11.33 11.76 12.18 12.61 13.05 13.92 15.81 
sia’ 56.26 9.48 9.90 10.32 10.75 11.18 11.61 12.04 12.47 12.90 13.32 14.27 16.18 
__ ate 58.21 9.76 10.19 10.62 11.04 11.48 11.91 12.34 12.76 13.19 13.60 14.65 16.57 
10.06 10.49 10.93 11.37 11.79 12.22 12.65 13.07 13.49 13.90 15.05 16.97 
ST. LO ‘ 10.38 10.82 11.26 11.69 12.13 12.55 12.98 13.39 13.80 14.19 © 15.46 17.39 
UIS, MO 10.72 11.17 11.61 12.05 12.48 12.90 13.31 13.72 14.11 14.63 15.91 17.84 
11.09 11.54 11.98 12.42 12.85 13.26 13.66 14.06 14.44 15.08 16.37 18.30 
11.48 11.93 12.38 12.81 13.23 13.64 14.03 14.41 14.92 15.57 16.87 18.79 
80 eae ae eae re eee eet ind 1k81 Ise 1898 lees 1295 18:83 

° eek. bee 6 | cass t “35 12. "24 13. 07 14. : : i y 3 
Agency Openings m eee 79.98 12.82 13.27 13.70 14.12 14.51 14.88 15.22 15.89 16.56 17.23 18.53 20.39 
cate 83.72 13.32 13.77 14.20 14.60 14.97 15.32 15.83 16.51 17.19 17.86 19.15 99 
KAN __ See 87.76 13.86 14.30 14.71 15.10 15.45 15.78 16.48 17.17 17.85 18.52 19.81 21.63 
he 92.15 14.42 14.86 15.26 15.62 15.96 16.47 17.18 17.88 18.56 19.22 20.51 22.33 
AR ANSAS MISSOURI _—_ Sbateade 96.86 15.03 15.44 15.83 16.17 16.48 17.21 17.93 18.63 19.31 19.97 21.26 23.09 
CALIFORNIA MONTANA TWENTY YEAR ENDOWMENT 
COLORADO NEBRASKA eh. clos $46.56 $5.74 $6.18 $6.62 $7.10 $7.59 $8.12 $8.67 $9.25 $9.87 $10.51 $11.90 $14.32 
5 46.62 5.78 6.20 6.64 7.12 7.62 8.14 8.70 9.28 9.86 10.54 11.92 14.34 
FLORIDA "9 5.80 6.22 6.68 7.14 7.65 8.17 8.73 9.31 9.92 10.56 11.94 14.36 
NEW MEXICO 5.83 6.25 6.71 7.18 7.68 8.20 8.75 9.34 9.94 10.59 11.97 14.39 
5.86 6.29 6.73 7.21 7.71 8.23 8.78 9.36 9.97 10.61 12.00 14.4) 
IDAHO OKLAHOMA 5.89 6.32 6.77 7.24 7.74 8.26 8.81 9.39 10.00 10.64 12.02 14.44 
5.93 6.36 6.80 7.28 7.77 8.30 8.85 9.42 10.04 10.67 12.05 14.47 
ILLINOIS SOUTH DAKOTA 5.97 6.39 6.84 7.31 7.81 8.33 8.88 9.46 10.07 10.70 12.08 14.50 
6.01 @43 6.88 7.35 7.85 8.37 8.91 9.50 10.10 10.74 12.12 14.53 
KANSAS TEXAS 6.04 6.47 6.91 7.39 7.88 8.41 8.96 9.53 10.14 10.78 12.15 14.56 
MINN 6.09 6.52 6.96 7.44 7.92 8.45 9.00 9.57 10.17 10.82 12.19 14.60 
: bb «7.01 (7.47 7.97 8.49 9.03 9.62 10.22 10.85 12.22 14. 

M ESOTA UTAH 618 661 7.05 7.53 8.01 8.54 9.09 9.66 10.26 10.90 12.26 14.68 
WYOMING 6.23 6.66 710 7.57 8.06 “8.58 9.13 9.70 10.31 10.94 12.31 14.72 
1 6.29 6.70 7.15 7.62 8.12 8.64 9.18 9.76 20.35 10.99 12.35 14.76 
6.34 6.76 7.21 7.68 8.17 8.68 9.23 9.81 10.41 11.04 12.40 14.81 
6.40 6.82 7.27 7.73 8.23 8.75 9.30 9.87 10.46 11.09 12.45 14.86 
o 6.46 6.88 7.33 7.80 8.29 8.81 9.35 9.92 10.52 11.16 12.52 14.91 
6.53 6.95 7.40 7.86 8.36 8.87 9.42 9.99 10.59 11.22 12.57 14.97 
P 6.60 7.02 7.47 7.94 8.42 8.94 9.49 10.15 10.65 11.28 12.64 15.03 
ll Ages up to 6 6.68 7.09 7.54 8.01 8.50 9.02 9.56 10.13 10.73 11.36 12.70 15.09 
PPR... g P 5. petal 6.75 7.18 7.62 8.09 8.59 9.10 9.64 10.21 10.81 11.43 12.77 15.16 
Participating and Non-Participating 6.84 7.27 7.72 8.19 8.67 9.18 9.73 10.29 10.89 11.51 12.85 15.23 
6.94 7.36 7.80 8.27 8.76 9.29 9.82 10.38 10.98 11.60 12.93 15.31 
Standard and Sub-Standard 7.03 7.47 7.91 8.38 8.87 9.38 9.91 10.48 11.08 11.70 13.02 15.40 
pe . 7.14 7.57 8.02 8.48 8.97 9.49 10.03 10.60 11.18 11.80 13.12 15.49 
Disability and Double Indemnity 7.26 7.69 8.13 8.60 9.09 9.61 10.14 10.71 11.30 11.91 13.24 15.59 
7.38 7.81 8.26 8.73 9.22 9.74 10.27 10.84 11.42 12.03 13.35 15.70 
7.52 7:95 8.40 8.87 9.35 9.87 10.41 10.97 11.57 12.18 13.47 15.81 
Assets: $7,000,000 7.66 8.09 8.54 9.02 9.51 10,03 10.56 11.13 11.71 12.32 13.60 15.93 
’ ’ 7.81 8.25 8.71 9.18 9.68 10.20 10.74 11.30 11.87 12.47 13.75 16.06 
gee EA Sas S27 SSr nas ite Hear Leet TESS Se EEE 
: "17 8.61 9.08 9. "07 10.59 11.12 11.67 12.24 12.82 14.06 16.38 
INSURANCE IN Force: $70,000,000 $37 8.82 9.80 9.78 10.28 10.80 11.33 11.88 12.44 13.02 14.25 16.51 
8.60 9.06 9.53 10.02 10.52 11.04 11.56 12.11 12.66 13.25 14.44 16.69 
8.84 9.31 9.79 10.28 10.78 11.30 11.82 12.36 12.91 13.47 14.65 16.88 
9:12 9.58 10.07 10.56 11.07 11.58 12.09 12.62 13.17 13.73 14.87 17.08 
9.34 9.81 10.29 10.79 11.29 11.81 12.32 12.85 13.37 13.92 15.04 17.31 
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1926 1925 1924 1923 1922 1921 1920 1919 1918 1917 1915 1912 
9.59 10.07 10.55 11.04 11.54 12.05 12.56 13.07 13.60 14.13 15.30 17.54 
9.85 10.34 10.82 11.31 11.80 12.31 12.81 13.32 13.82 14.34 15.58 17.80 
10.14 10.63 11.11 11.60 12.09 12.58 13.08 13.57 14.06 14.56 15.88 18.09 
10.46 10.94 11.42 11.90 12.40 12.88 13.36 13.84 14.32 14.80 16.21 18.39 
10.79 11.27 11.76 12.24 12.72 13.18 13.65 14.12 14.58 15.16 16.57 18.72 
11.15 11.63 12.11 12.59 13.06 13.52 13.97 14.41 14.86 15.55 16.96 19.08 
11.53 12.01 12.49 12.96 13.42 13.86 14.30 14.73 15.28 15.98 17.37 19.46 
11.94 12.43 12.89 13.35 13.80 14.22 14.65 15.05 15.74 16.44 17.83 19.87 
12.39 12.86 13.32 13.77 14.20 14.61 15.01 15.55 16.24 16.94 18.32 20.32 
12.85 13.32 13.77 14.21 14.62 15.01 15.38 16.08 16.78 17.46 18.84 20.80 
13.35 13.81 14.25 14.67 15.06 15.43 15.96 16.67 17.37 18.06 19.40 21.32 
13.88 14.33 14.76 15.16 15.53 15.87 16.59 17.30 18.00 18.68 20.21 21.89 
OE Fis 92.98 14.44 14.88 15.30 15.67 16.02 16.54 17.26 17.98 18.67 19.35 20.66 22.53 
cass 7.52 15.04 15.46 15.85 16.21 16.52 17.26 17.99 18.70 19.40 20.07 21.38 23.23 
NEW YORK LIFE’S DIVIDENDS ————Cash Dividends for— - 
Ist 5 1 5 20 
a Age Div. Years Years Years Years 
Sch Showin . | 46 10.16 47.63 119.65 201.97 305.24 
edule for 1987, 8 Some Read 7 10.43 48.89 122.54 205.69 311.30 
justments, Is Announced This 48.... 10.70 50.17 125.43 209.38 317.32 
Week 49.... 10.98 51.54 128.51 213.35 323.80 
50...2 11.31 53.07 131.90 217.79 330.80 
51. 11.62 54.58 135.29 223.18 338.78 
ea , 52 11.96 56.20 138.89 227.90 346.25 
The new dividend schedule of the} 53 12.34 57.99 142.82 234.12 355.28 
New York Life for 1927, announced | 54.. 12.72 59.79 146.78 239.36 363.41 
this week, shows & number of ee 55.... 18.14 61.76 151.07 245.06 372.17 
IS Week, Shows a number Of readjust- | ge) | |. 13.59 63.88 155.70 251.27 381.59 
ments and increases, notably at the'!57.... 14.07 66.13 160.56 258.78 392.42 
s 1 icies. 58.... 14.58 68.54 165.77 266.83 404.00 
older ages om the older policies. The 59.... 15.12 71.08 171.20 275.15 415.92 
schedule for the principal policy forms, | ¢5 1571 7384 17713 284.22 428.92 
giving the first dividend and the sum = Wasie Sete 
of the first five, 10, 15 and 20 years,| 19... $ 7.68 $38.54 $103.78 $186.51 $292.74 
is as follows: 11.... 7.72 38.71 104.09 187.07 293.61 
12.. 7.76 38.89 104.50 187.80 294.7 
Geiinary 5.180 ee 7:80 39.05 104.83 188.42 295.74 
——Cash Dividends for——-——, | 14° ° 7.86! 39.27 105.32 189.34 297.07 
Ist 5 , 10 15 20 115.. 7.90% 39.42 105.72 190.12 298.27 
Age Div. Years Years Years Years | 1¢°° 7.94 39.62 106.25 191.11 299.77 
10....$ 5.65 $24.50 $ 64.36 $115.80 $153.56 |17.. 8.00 39.85 106.91 192.29 301.39 
1l.... 5.68 24.65 64.62 116.38 154.86] 18. 8.02 39.97 107.33 193.07 302.56 
12.... 5.69 24.73 64.80 116.90 156.10/19.... 8.07 40.27 108.16 194.48 304.51 
13.... 5.72 24.91 65.22 117.86 157.91 | 20.: 8.12 40.55 108.95 195.80 306.26 
+e 5.74 25.02 65.52 118.64 159.52 | 21. 8.17 40.83 109.73 197.05 307.99 
15... 5.77 25.12 65.82 119.47 161.19} 22.... 8.24 41.14 110.51 198.21 309.57 
* 5.78 25.22 66.24 120.56 163.07 | 23: 8.34 41.61 111.67 199.93 311.83 
37... 5.81 25.38 66.74 121.71 165.08 24... 8.44 42.08 112.77 201.53 313.92 
/* 5.84 25.55 67.40 123.12 167.29 25.. 8.55 42.58 113.89 203.11 316.03 
19.... 5.84 25.71 68.01 124.45 169.37 26. 8.67 43.13 115.04 204.18 317.58 
20.... 5.87 25.96 68.86 126.05 171.76 27.. 8.82 43.74 116.28 205.39 319.33 
21.... 5.90 26.23 69.73 127.65 174.11, 28.. 8.97 44.36 117.44 206.49 320.96 
22.... 5.98 26.66 70.90 129.64 176.91/29.... 9.12 44.98 118.67 207.66 322.68 
23.... 6.06 27.09 72.09 131.51 179.51 | 30 9.27 45.56 119.73 208.60 324.18 
24.... 6.14 27.55 73.27 133.36 182.10 3 9.44 46.18 120.88 209.64 325.78 
25.... 6.24 28.10 74.59 136.37 184. 9.58 46.72 121.89 210.48 327.21 
26.... 6.34 28.62 75.81 136.18 5. 9.72 47.28 122.95 211.48 328.84 
27.... 6.47 29.27 77.33 137.37 ‘ 9.88 47.83 123.92 212.81 330.80 
28.... 6.62 29.94 78.61 138.30 : 10.00 48.30 124.75 213.98 332.64 
29.... 6.74 30.53 79.83 140.05 ‘ 10.12 48.84 125.75 215.41 334.79 
30. 6.91 31.25 81.27 141.12 i 10.26 49.33 126.61 216.71 336.82 
31. 7.06 31.85 82.46 142.83 ; 10.37 49.74 127.37 217.93 338.78 
32.... 7.20 32.50 83.73 144.68 ’ 10.49 50.20 128. 23 Y 
33.. 7.36 33.16 85.08 146.63 2. 10.60 50.62. 129. 58 : 
7 te 7.51 33.77 86.31 148.47 205. 10.67 50.91 129. 57 ‘ 
35... 7.63 34.36 87.42 149.18 A 10.75 51.30 130. 347. 
a 7.75 34.95 $8.56 151.00 : 10.85 51.69 131. : 348.64 
37. 7.89 35.55 89.72 152.89 2 10.92 52.09 132.21 223.95 350.11 
38... 8.02 36.13 90.91 154.89 B. 11.00 52.50 133.15 224.54 351.82 
39... 8.14 36.72 92.10 156.96 220. 11.24 53.56 135.41 226.94 355.47 
10... 8.27 37.30 93.37 159.19 i 11.47 54.58 137.59 229.21 359.04 
41.. 8.36 37.84 94.58 161.38 é 11.70 55.62 139.79 231.49 362.59 
43.. 8.48 38.38 95.86 163.70 F 11.96 56.78 142.24 235.17 367.70 
p> 8.60 39.03 97.40 166.47 . 12.24 58.02 144.86 239.08 373.13 
44... 8.70 39.64 98.88 169.12 1. 12.54 59.37 147.73 243.36 378.99 
45.. 8.82 40.32 100.54 172.54 . 12.84 60.75 150.64 247.71 385.04 
46... 9.09 41.65 103.62 176.23 : 13.16 62.19 153.67 252.20 391.31 
47. 9.38 43.08 106.93 180.67 : 13.15 63.77 156.99 257.14 398.11 
48. 9.69 44.57 110.33 185.27 a 13.88 65.47 160.55 262.43 405.47 
49.... 10.00 46.11 113.88 190.07 . 14.29 67.36 164.51 268.31 413.54 
50.... 10.35 47.78 117.69 195.29 i 14.71 69.29 168.56 274.33 421.85 
51.... 10.71 49.51 121.65 200.72 ‘ 15.17 71.39 172.94 280.81 430.83 
52.... 11.10 51.40 125.90 206.58 . 15.66 73.69 177.75 287.90 440.61 
53.... 11.52 53.44 130.48 212.95 Y ... 16.18 76.09 182.76 295.30 450.87 
b4.. : 11.96 55.56 135.25 219.60 320. iain 
55.... 12.42 7 a ek .0 
56... 1281 G013 14s44 23885 342-25 | LONDON LIFE’S DIVIDENDS 
Bellll 1aOL GeS6 1st0s 35080 gee78 
. ‘ 57.0% 250.2 366. 
59... 14.61 $8.23 163.33 259.13 380.14 Sample Rates Under the Schedule of 
-++- 15.24 71.22 169.87 268. 4. 
Se... 15-93 7452 177-06 279-65 410.36 Refunds Adopted for 1927 
ena a 7.93 184.46 291.24 427.19 Sho 
63.1.1 17.44 81.66 19255 303.91 445.50 Are Shown 
64... 18.26 $5.55 200.93 317.05 464.65 
oO.. a q 5 27 2 a 5 2 . * = _— s 
® ac? ae ao ae 8 485.26 Samples of the 1927 dividend scale of 
os cont pane ae ons the London Life of London, Canada, 
ee a 290 | on whole life, 20-payment life and 20- 
Age Div. Years Years Years Years year endowment follow: 
10....$ 6.81 $30.96 $ 81.04 $144.84 $205.52 | : Whole Life 
He... 6.84 31.13 81.43 145.69 eons | Age ” * o ry % ss 
2 6. 31.30 81.85 146.59 208.84 | 
13.... 690 3141 Bote Tinas stage | Prem. 19.00 21.30 24.25 27.90 38.75 58.05 
14 6.95 31.65 82.72 148.58 212.68 Premiums to 85 
5 ’ 7 3.06 149.50 214.51 ‘ 5 29 2113 
16 6.98 31.90 83.56 150.67 216.62 | t3s8° oe See Sel Tit Ses 1-38 
17 7.03 32.12 84.29 152.20 219.13 | 1994 5.77 6.25 7.03 7.82 9.60 12.46 
18 7.04 32.26 84.85 153.50 221.30 | 1993 5.92 6.49 7.33 8.11 10.00 13.00 
19.... 7.06 32.50 85.66 155.11 223.82 a pel lie ' , P 
20.... 7.12 32.85 86.69 157.00 226.65 Premiums for Life 
21.... 7.14 33.10 87.52 158.55 229.07 6.10 6.75 7.69 8.46 10.54 13.96 
22. 7.23 33.52 88.70 160.56 232.02 6.37 7.13 8.13 8.92 11.16 14.81 
23.... 7.31 34.00 89.96 162.60 234.99 6.68 7.50 8.50 9.38 11.79 15.65 
24.... 7.38 34.42 91.06 164.40 237.68 7.00 7.88 8.90 9.87 12.42 16.47 
25.... 7.48 34.97 92:39 166.45 240.62 7.33 8.28 9.31 10.36 13.05 17.28 
26.... 7.60 35.58 93.83 167.64 242.71 7.67 8.69 9.72 10.85 13.70 18.07 
Zi---. 7.72 36.17 95.13 168.63 244.63 8.01 9.11 10.14 11.37 14.33 18.86 
*8.... 7.86 36.82 96.43 169.56 246.46 8.36 9.46 10.57 11.85 14.98 19.61 
30... 7° het IS te 170.69 248.58 8.72 9.82 11.02 12.34 15.62 20.34 
‘ ; : 99.13 172.09 250.95 
31 8.31 38.77 100.40 173.98 253.90 , 20 Payment Life 
ais 8.45 39.40 101.69 175.97 257.02 | Age > ave 2. * 
33.... 8.60 40.06 103.02 177.98 260.17 - $ $ $ $ t 
34. 8.74 40.62 104.13 178.71 262.09 | Prem 27.45 30.00 33.20 36.95 46.95 63.65 
35 8.85 41.19 105.27 180.53 265.15 | 1926 - 5.99 6.32 7.06 7.93 9.45 11.96 
36. 8.96 41.74 106.34 182.31 268.23 | 1925 6.27 6.66 7.46 8.31 9.93 12.57 
3 9.11 42.33 107.50 183.24 270.56 | 1924 - 6.55 7.02 7.88 8.72 10.44 13.20 
3 9.23 42.85 108.58 185.15 273.87 | 1923 6.85 7.40 8.32 9.15 10.95 13.81 
9.33 43.33 109.57 186.97 277.13 | 1922 7.15 7.79 8.76 9.59 11.47 14.42 
ss 9.44 43.85 110.70 189.01 280.75 | 1921. 7.61 8.35 9.39 10.24 12.26 15.37 
1.. 9.53 44.35 111.86 191.15 284.53 | 1920. 8.12 8.92 9.97 10.90 13.05 16.31 
42... 9.63 44.81 11295 193.17 288.27 | 1919 8.64 9.50 10.57 11.58 13.86 17.24 
43. 9.73 45.35 114.25 194.58 291.51 | 1918 9.18 10.11 11.18 12.27 14.66 18.15 
it. 9.81 45.87 115.53 196.96 295.89 |1917.... 9.72 10.73 11.81 12.98 15.48 19.07 
- 9.93 46.48 117.02 198.66 299.71 (CONTINUED ON NEXT PAGE) 
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DITION 


— Agents Wanted 


HERE are thousands of 
advertisements that start 
off like this one. But there 
are few which have to offer 
the honest and progressive 
agent what the National 


Savings Life offers. 


The company operates in Kan- 
sas, Missouri, Arkansas, IIli- 
nois and Texas and 
policies designed to 
every specific need of the in- 


sured. 
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LITTLE ROCK, ARK. 
ST. LOUIS, MO. 


issues 
cover 


Our Direct by Mail Assistance 
enables our agents to shoot 
straight at the mark. It breaks 
down the lines of defense and 
enables him to start at 90 in- 
stead of zero; he has only 10 
steps to take, instead of 100 or 
110; all of these steps are sales 
steps; none are missionary ; 
none are explanatory. 


Write for full particulars. 
Your correspondence will be 
held strictly confidential. 


FATIONAL SAVING 


Ly >  S 
INSURANGE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 
DALLAS, TEXAS 
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99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 

Many of the 134% rejections can now be written 


on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 


Actual to expected mortality, 39%. 


For Agency Relations 


Address 


THE OHIO NATIONAL LIFE 


INSUR 


T. W. Appleby 
President 











ANCE COMPANY 
CINCINNATI, OHIO 


E. E. Kirkpatrick 
Sup’t. of Agents 
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Life Insurance in Force 
June 30th, 1926 
(Ordinary and Industrial) 


$342,950,956.00 


Surplus Security to Policyholders 
$4,067,683.48 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. J. Shaw, 


Shearn Moody, 
Secretary 


W. L. Moody, Jr., 
Vice-President 


President 























W. J. ALEXANDER, Secy. 
F. T. ANDREWS, Med. Dir. 


POSE BARRY DIETZ, Pres. 
G. O. SANBORN, Vice-Pres. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY 
Minot | CACO Famer 


19 PER CENT NET AVERAGE GAIN FOR 1926 in all branches 
THIS IS MADE POSSIBLE ONLY BY THE UNEXCELLED 


SERVICE THE GLOBE GIVES TO ITS POLICYHOLDERS 


Home Office, Seeone 
rrison 1998 


431 S. Dearborn St. 


— - 
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ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force. ........Over $210,000,000 
Assets ....................Ower $ 17,000,000 


THE IDEAL POLICY 
The low initial premiums of the stock 
company, combined with the dividends of 
the mutual. A privilege a Master Mason 
cannot find elsewhere. 


Acacia representatives place more insur- 
ance per agent than the salesmen of any 
other company. 


Renewals based on volume of business—not on premiums collected 














If you care to better your position, write to 


WM. MONTGOMERY, President, WASHINGTON, D.C. 
Homer Building, 601 13th Street, N. W. 








ing the ‘Unique Manual- 
Digest,” annually in May at $3.50 and the 
“Little Gem” published annually in April at $2.00. 


etc. 














(CONT'D FROM PRECEDING PAGE) 
Age 20 25 30 35 45 55 
$ 3 3 $ 3 $ 

1916.... 10.27 11.35 12.45 13.70 16.30 


miums on several policies of the same 
insured. Usually these policies bear 
different anniversary dates so that while 
the note may cover a definite number of 
months on one policy, it covers the other 
for an odd period of time. Again, if the 
note is not paid and it covers policies 
of recent issue, as well as others which 
have been in force for a number of 
years, it may be possible to place one 
policy on the automatic loan basis, a 
second may require the application of ex- 
tended term insurance and a third may 
have no value whereby either of these 
plans can be applied. As each of these 





1915.... 10.85 11.92 13.10 14.40 17.13 2 

1914 - 11.43 12.52 13.78 15.11 17.96 2 situations is handled by a different de- 
20 Year Endowment partment one can see that if only one 

Prem. 48.00 48.50 49.40 50.55 55.10 66.40 | note has been accepted it is impossible 

1926 . 6.95 7.17 7.78 8.45 9.71 11.82|to handle the transaction in the most 

1925. 7.55 7.80 8.43 9.04 10.31 12.48 | efficient way. 

tti-.:. RAE Sag Sar anal inee hae 

1922. 9.49 9.85 10.52 10.97 12.24 14.48 Great Republic Life 

1921 10.87 10.76 11.44 11.84 13.11 15.40 The Great Republic Léfe te issuing « 

1920.... 11.29 11.69 12.32 12.73 13.99 16.30 book a i t 

1919 12.24 12.64 13.22 13.66 14.90 17.20 | Mew Tate book and specimens of new 

1918. ... 13.22 13.63 14.16 14.59 15.81 18.08 | Policy forms to its agents, the use of 

1917.... 14.22 14.62 15.11 15.55 16.74 18.97 | Which will become effective Jan. 1. In 

1916.... 15.24 15.64 16.09 16.54 17.68 19.84 | addition to including under one cover 

1915 16.30 16.64 17.09 17.51 18.62 20.71 | the rates to be observed in lieu of those 

1914 17.38 17.68 18.13 18.51 19.58 21.56 | contained in the old book and the vari- 





National Life, Vermont 


The National Life of Vermont has re- 
duced the minimum age limit for male 
risks and liberalized the forms written 
for ages 10 to 14. The former minimum 
limit was 12 and this is now reduced to 
10. The company will write $10,000 for 
ages 10 and 11 and $30,000 for ages 12 
to 14. The annual premium rate for ages 





ous supplements thereto, rates and 
values for 10 and 15-year endowment 
have been added, together with a page 
of single premium rates. The amount 
charged for the double indemnity bene- 
fit has been reduced to $2 per $1,000, 
and slight increases have been made in 
the rates for disability waiver of pre- 
miums and monthly income benefits. The 
age limit at which the double indemnity 
and specific accident benefits cease has 


10 to 14, inclusive, per $1,000 are as| been extended from age 60 to age 65. 

follows: However, the age limit at which these 

10 ri oy 13 14 extra benefits may be included in the 

policy remains unchanged at age 55, as 

Cs eee rt 025-28 oases eas 73 tt heretofore, A new low rate of 50 cents 

15 Pay 29°13 29.49 29.85 30.24 30.63 | Per $1,000 for beneficiary insurance is a 

20 Pay.. 24.08 24.37 24.69 25.01 25.34 | feature of the new rate book. Also 

25 Pay 21.12 21.39 21.66 21.95 22.25 | provision is made in new policies for 

2. pay yt 25-6 ee et 3.35 dividends of excess interest on policies 

ma.. 99. JJ. le vd. 6 

1s End.. 63.68 63.73 63.78 63.84 63.89 | DeComing fully paid up for tne ral 
20 End.. 46.33 46.38 46.43 46.50 46.56 7 

25 End.. 36.18 36.24 36.29 36.36 36.43 | owing the proceeds of a matured policy 

30 End.. 29.63 29.69 29.76 29.83 29.99 | to remain in trust with the company for 

cian the benefit of the beneficiary under a 

Detroit Life trust fund arrangement. 


On and after Jan. 1 a separate pre- 
mium extension note will be required in 
connectién with each policy of the 
Detroit Life on which such a note is 
accepted even though these notes may 
be required on policies of the same 
insured. 

Heretofore, in some instances, it has 
accepted a single note covering pre- 





Mutual Life, N. Y. 


The Mutual Life of New York has an- 
nounced that it will continue its excess 
interest rate of 1.7 percent in 1927, mak- 
ing a total of guaranteed and excess in- 
terest of 4.7 percent. This schedule, 
which was adopted in 1926, is the highest 
jin the record of the company. 














NEWS OF LOCAL ASSOCIATIONS 














HAVE AN AMBITIOUS PROGRAM 





Northern Association of California Life 
Underwriters Prepares for an 
Active Season 





SAN FRANCISCO, Dec. 29.—The 
northern association of California plans 
several major activities in 1927 accord- 
ing to reports submitted at the meeting 
last week in San Francisco. Principal 


course to be under the direction of the 
extension division of the University of 
California, a course under the auspices 
of the Y. M. C, A. of San Francisco and 
further arrangéments to reach students 
at the major universities near San Fran- 
cisco, working in conjunction with 
classes already established. This ambi- 
tious program was outlined by Clarence 
W. Peterson of the Phoenix Mutual 
Life, who has been named chairman of 
| the committee. 


New Plans for Meetings 









among these is a program of education | 
along several lines through which it is| The program committee, through its 
hoped to reach experienced agents, new- | chairman, A. P. Conklin, of the Mutual 
comers and students of the universities | Life, announced that it will experiment 
and others interested in life insurance. | jn holding every other monthly meeting 
Among the activities contemplated in| jin the evening, preceded by a dinner. 
this program is a series of lectures on | He also said that the committee is con- 
advanced subjects which would be held | sidering a policy: of having speakers 
under the leadership of successful un- | from other kinds of business rather than 
derwriters and business men and which | confine the meetings to life insurance 











would be limited to a small number.| men. James Hamill of the Equitable, 
Then there is a proposed extension | chairman of the 1927 sales congress, re- 
ported that the program for this event, 








Home Office registry and with power of 
The States of West Virginia, Virginia, Ohio 


Address 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 


Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


ERNEST C. MILAIR, Vice-President and Secretary 


which is to take place in March, is al- 
ready under way and a number of home 
office executives are expected to par- 
ticipate. It is planned to hold the meet- 
ing in a San Francisco theater in the 
daytime and to attend the theater in a 
body in the evening for amusement. H. 
Lester Archer of the Western States 
Life, chairman of the new membership 
committee, outlined plans for obtaining 
more members. 


Interesting Talks on Trusts 


appointment of sub-agents. 
, Kentucky, Tennessee, South 
Two highly interesting talks on trusts 


were given by William T. Cross, ass:st- 
ant vice-president of the Bank of Italy, 

















and Edmund Nelson of the same bank, 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 
home office. 


HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
President Vice-President 




















To Some Man in 


MISSOURI 


There are several Missourians 
who ought to make good in cer- 
tain cities of that state where we 
have agency openings. If you 
are one of them we would like to 
show you the large volume that 
is possible to write. We will also 
help you write it for we believe in 
co-operating with our agents. 


We also have openings in 


Iowa, Missouri, Nebraska and 
South Dakota 


Des Moines Life 
& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, IOWA 


THE COMPANY OF CO-OPERATION 
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A N agency connection with Mutual Trust is 
backed by a genuine plan of cooperation. In 
addition to a “tool kit” equipped with all that is good 
in life insurance, Mutual Trust agents have the ad- 
vantage of a free Direct-by-Mail lead service. 
Get all the facts and see for yourself. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


CARL C. PETERSON, Vice Pres. 
A. E. WILDER, Director of Agencies 


The Chicago Temple, Chicago 


without Co-operation 
is like a fiddle with 














ROYAL UNION LIFE | 
INSURANCE COMPANY | 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 


| 
{ 
| 
| 
Our juvenile policies, written on children as | 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 


We write women on equal basis with men. 
Splendid agency openings are now available. 


Write William Koch, Vice President and 
Field Manager: 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 
































A.C. Tucker, President 
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The Berkshire Life Insurance Co. 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with 

a substantial increase in new business over 1925. All previous records 

have been shattered. This great expansion is due in marked degree to 

Se. ny spirit of co-operation between the Home Office and the 
i ‘orce, 


Men contemplating entering the life insurance business would do well 
to communicate with this fine old Massachusetts company before defi- 
nitely deciding. 
BERKSHIRE LIFE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 























THE CENTRAL LIFE 
INSURANCE COMPANY 





Fort Scott Kansas 
Oldest Kansas Agency Openings in 
Company Kansas, Missouri and 


Arkansas 

















you can speak to thousands of 


interested insurance people 
through National Underwriter 


WANT ADS 


One inch, one time, one column wide $5.00 


NATIONAL UNDERWRITER 


1362 Insurance Exchange Chicago, Ill. 


assistant trust officer. By citing a num- 
ber of actual cases and how they had 
been analyzed and served the two trust 
officers brought their points out clearly. 
It was shown that in almost every case 


more life insurance is desired and 
recommended by the corporate trust 
company to the client. They also 


pointed out the corporate trust company 
can assist the life underwriter in the 
handling of a hard case where the pros- 
pect does not apparently desire to pur- 
chase life insurance while agreeing that 
something is necessary for the conserva- 
tion of an estate. 

Miss A. V. Bowyer, recently elected 
secretary of the association, was for- 
mally presented to the members. 

x x * 

Decatur, Ill.—Forty attended the De- 
catur association annual meeting at 
which officers were reelected as follows: 
James H. Copeland, president; Lee D. 
Watson, vice-president; C. V. Shepherd, 
secretary; James E. Roby, treasurer. 
Programs for the coming year have been 
outlined and the association is planning 
a series of instructive meetings. 

x * * 

New York—At the January meeting of 
the New York association, to be held at 
the Hotel Astor Jan. 11, William Harmon 
Black, justice of the supreme court of 
New York, will speak on “The Relation 
of Insurance to Crime,” and Lawrence 
Priddy of the New York Life will give 
a sales talk. Oscar F. Girard of the 
Brooklyn office of the Travelers is chair- 
man of the entertainment committee. 

x * * 

Bellingham, Wash.—Chris Hornum was 
elected president of the Bellingham as- 
sociation at ite annual meeting. He suc- 
ceeds C. L. Jacklett. J. S. Stevens was 
chosen vice-president; P. A. Pumphrey, 
secretary, and Morton Bissell, treasurer. 

*x* * * 

Houston, Tex.—The Second National 
Bank of this city was host to the Hous- 
ton association last week at a good fel- 
lowship meeting and banquet. The em- 
phasis of the evening was upon the 
modern movement toward cooperation 
between life insurance and trust com- 
panies. President S. F. Carter of the 
bank spoke of the higher standing of 
the insurance agents of today and their 
attempt at spreading knowledge of the 
business. He told of the work of the 
bank in advocating insurance and prom- 
ised the hearty cooperation of the bank 
with any members of the association. 
Vice-president Joseph M. Minton of the 
association spoke of the development of 
the cooperative idea in Houston with 














particular reference to the part the Sec- 
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Grange Life Insurance Company 


Lansing, Michigan 
N. P. HULL, President 


NET ASSETS HIGH 
POLICY VALUES HIGH 


INVESTMENT RETURN HIGH 
OVERHEAD LOW 


If ambitious, look us up. You'll find an unusually substantial record and liberal policy toward salesmen and sales organizers. 














December 31, 1996 








ond National Bank has played. Rob 
Jones and David Faulkner staged a 
clever comedy sketch portraying the way 
life insurance is not sold. President Ho. 
mer G, Hewitt of the Houston associa. 
tion told of the proposed activities of 
the association for the winter. 

A telegram from President John 4A, 
Reynolds of the Union Trust Company 
of Detroit was read, outlining the ac- 
complishments of the Detroit banks jp 
the work of cooperation between life in. 
surance and trust companies. Assistant 
Trust Officer A. B. Culbertson of the 
Houston bank explained the operation of 
a trust department. 


* * x 


Central Massachusetts—That the sur- 
face of the field of life insurance possi- 
bilities has barely been scratched, and 
that this country is as far from the 
saturation point in this respect as a new 
country, was claimed by W. F. Hazelton, 
general agent of the Northwestern Mu- 
tual Life at Providence, R. IL. in an 
address before the monthly meeting and 
Christmas party of the central Massa- 
chusetts association in Worcester last 
week. Mr. Hazelton, who took as his 
subject “Life,” told of the value of life 
insurance and of the need of covering 
the breadwinner of the family. This 
country, according to Mr. Hazelton, is 
insured for only one year of its income. 
A Christmas tree and gifts for the mem- 
bers were provided, with songs by James 
J. Redican, accompanied by W. J. Harris. 
Former President Eli Bouchard acted as 
Santa Claus. 





*x* * * 


Fort Dodge, Ia.—L. H. Minke!l is the 
newly elected president of the Fort 
Dodge association. G, L. Seal is vice- 
president; Charles Yost, secretary, and 
E. T. Snively, treasurer. 

The secretary’s annual report shows 
the association last year had 36 active 
members with a half dozen non-resident 
members. The association voted to ob- 
serve January as Thrift Month and ap- 
pointed as a committee in charge Ray- 
mond Lilly, Bernard O’Leary and L. H. 
Minkel. 

x * * 

La Crosse, Wis.—F. A, Grover, agent 
for the New York Life, has been elected 
president of the La Crosse association, 
succeeding W. H. Meyer of the Equitable 
Life. Other officers are: T. F. Keegan, 
New World Life, first vice-president; A. 
F. Chapman, Old Line Life,-second vice- 
president; G. W. Livingston, Equitable 
Life, secretary; and Martin Stenerson, 
Central Life, treasurer. An invitation 
has been extended to Insurance Commis- 
sioner Olaf H. Johnson to address the 
association at its January meeting. 


Wisconsin License Tax 

License Tax on Foreign Companies— 
Held that an action for return of part of 
a tax paid on the company’s business in 
Wisconsin was barred after the six-year 
statute of limitation had expired. N. Y. 
Life vs. State, Sup. Court of Wisconsin. 
Dec. 7. 


Harvey O. Maddox Insurance Agency, 
representing the Peerless Life of Kan- 
sas City, has taken offices in the Planters 
building at Fourth and Pine streets, 
St. Louis. 


A railroad man has a new scheme for 
rating passenger fares. Charge by the 
hour for slow trains and by the mile for 
fagt trains. 
















The Western and Southern’s 


Half-Billion Dollar Year 


The incentive of reaching the mark of Half a Billion of life insurance in force during 1926 has accelerated 
production by The Western and Southern field force to such a degree that the Company is now experiencing the 


most prosperous period in its thirty-eight years of existence. 


The Western and Southern Life Insurance Company 


W. J. Williams, President 


- HOME OFFICE: CINCINNATI, OHIO 
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Eliminates Competition by Getting 
Prospect to Select Him as His Sole 
Life Insurance Adviser and Agent 


BY CLAY W. HAMLIN 
Mutual Benefit Life, Buffalo, N, Y. 


not cash values or dividends or 

premiums, but it is merely a study 
of man’s ideas and plans of life and 
business. Since that is the way I look 
at it, I have to give him time and en- 
courage him to express to me his ideas 
and plans before I can say or do any- 
thing which is likely to appeal to him. 
It is true that we know that most men 
have certain economic problems and 
programs but these programs and plans 
are merely to accomplish certain things 
that he wishes to do. He may be a 
manufacturer, or we may be selling life 
insurance, but whatever we do, we do 
it for the purpose of accomplishing a 
major program in life. My idea of a 
prospect is a man who has needs, abil- 
ity to purchase and an ambition. to ac- 
complish something. I believe the ideal 
prospect must have those three things 
or must come within these three re- 
quirements. 


Deals in Percentages 
Instead of Amounts 


Here is one idea we might use which 
I think will apply to 90 per cent of all 
the people in this country and an idea 
which I think has been proved to be 
strong enough so that if we used no 
other, we could go right along year 
aiter year increasing our volume. This 
is the way I use it and I find by deal- 
ing in percentage rather than exact fig- 
ures I can get what I want from any 
stranger. The first thing is: “You 
have an income of a certain amount 
from all sources, which let us assume 
is a 100 per cent income. Of that in- 
come what percentage would you like 
to have continue permanently?” I 
think there is quite a difference between 
asking a man what he needs and what 
he would like to have. This is an ex- 
travagant age and we all want more 
than we need. Generally speaking a 
man will say that he wishes to have 
50 per cent or 100 per cent of his total 
income continue permanently. 


Scheme Shows Amount 
of Insurance Needed 


We ask him what percentage of his 
Present income is derived from sources 
on which he can rely to continue as 
long as the need lasts without his man- 
agement or investment ability. Most 
men, I think you will find, would have 
pee Say anywhere from 10 per cent to 
“0 per cent; many men would have to 
say much less than that. Let us re- 
duce that to figures and see what it 
means. If a man’s total income is $10,- 


M Y idea of life insurance is that it is 


| torneys or doctors. 


deal more property to carry out the 
plans that they would like to complete. 
There are many ways of doing it. The 
man can go down to the bank and 
borrow $100,000 and purchase property 
with it or he can use our plan. I be- 
lieve there are just two plans of ac- 
cumulating property, the general way 
and our way. Our system is that he 
does not have to borrow the principal; 
he never has to pay it. We never ask 
him for 6 per cent interest even. We 
will sell him the property for an aver- 
age interest of 2 per cent or 3 per cent 
under written agreement that when his 
plans are interrupted, we will not ask 
him for any more payments of interest 
and never ask him to pay the prin- 
cipal. 


Seeks Appointment as _ 
Insurance Representative 


In my first interview, I simply go 
to a man and say I am there for the 
purpose of seeking an appointment as 
his life insurance representative, elim- 
inating all other life insurance men 
from his thoughts or eliminating my- 
self, and getting an appointment at a 
definite time to see him to talk this 
thing over. I have had several fellows 
tell me in the last year that it is a 
great game with men, especially the 
bigger men, to see how quickly they 
can eliminate us. I go to a man and 
tell him exactly what my business is, 
but to me life insurance may mean 
something that it does not mean to 
him. To me it is merely a study of 
a man’s plans and ideas of life and 
business. 


Should Make Choice 
of Insurance Adviser 


I tell him that my purpose in com- 
ing there is to seek an appointment, 
if possible, as his life insurance repre- 


sentative. “In this age you have your 
attorneys and your doctors,” I say. 
“You do not have a half dozen at- 


You have selected 
one. I believe that since you are going 
to buy and pay for life insurance and 
you are going to pay for the best of 
advice, whether or not you select the 
best man, you should select one man 
only. I believe that you should select 
someone whom you feel is competent 
and reliable. Eliminate me if you 
choose, but your interest will be bet- 
ter served by having one person whom 
you feel is competent.” It seems to 


plained to your friend when I asked 
him for it, was so that I could get by 
your bodyguard at the gate. I do not 
want you to be influenced by the fact 
that the friend knows all about it,” and 
that too helps in being appointed as 
his life insurance representative. 


Let Prospect Talk 
About His Plans 


We should give men an opportunity 
to tell something about their hopes and 
plans. I feel, however, in the majority 
of cases that in doing that they feel 
that they are convincing you, or at 
least trying to convince you, that they 
do not need it. I find that most men 
will be courteous at least, if you go 
to them with an introduction card from 





CLAY W. HAMLIN 


intimate friend, if you say: “I 
to be sure that you know that 
there is absolutely no pressure going 
to be used upon you. Anything you do 
is going to be done as a result of your 
own intelligence.” 


Was Emphatic in 

Stating His Position 

I recently went to Niagara Falls to 
call on a manufacturer and I had a 
card of introduction. I know that the 
man who sent me would not have done 
it if he had known the opinion this | 
other man had of him. This man said: | 
“In the first place, I have a cousin in | 
the business; in "the second place, I 
went through Yale with a man who is | 
in the business and I have been buy-| 
ing from him; in the third place, I | 
know a man who has invested several | 
thousand dollars in this firm who is 
in the life insurance business and in | 
the fourth place, I do not think a hell | 


some 
want 





me that because of the mere fact that 
you suggest that he eliminate you, - 





te haya and he says he would like 
+ ave $5,000 or $10,000 of that con- 
yi and only 10 per cent, or $1,000 
bg continue on the present basis, there 
th shortage of $9,000, and therefore he 
“a Problem to solve. It seems to 
do is at about all we really need to 

S to encourage a man to think his 


Problems and his plans over and have 
Patience to listen long enough for 
to be able to do it. 

¢ find that most men need a great 


the 
him 
W 


is not likely to do it. 


Uses Introduction Cards 
To Gain an Entrance 


I use introduction cards wherever I 
can get them. I use them to get past 


the gate. I like to work from the in- 
side out rather than from outside in. 
By sending introduction cards I can 


get anywhere. The minute I get in 
I reach over and tear up the card be- 
fore him and simply say: “My only 
purpose in having this card, as I ex- 





of a lot of this fellow anyway.” 


Told All About His 
Position and Plans 


He was courteous anyway and said: 
“Well, sit down and I will tell you 
the reason I do not want to talk to 
you.” He talked to me for 55 minutes 
and then I consumed only five minutes. 
He told me about his position and his 
plans and finally wound up with the 
story that 90 per cent of all of his in- 
vestments were in the business which 
he was managing That was all I 
needed because I think that he is really 





the head of the business. I asked him 
if he believed what many men say. (I 
always use what other men say, because 
it is all right for him to disagree with 
other men, but if he disagrees with 
something I say, then I am up against 
it). said, “Men tell me that men 
make money in their business and lose 
it outside. How do you feel about it?” 
He said, “I feel exactly that way.” 


Interested in Plans for 
Management of Property 


“Men tell me also that it is the man- 
agement of business that makes prop- 
erty productive. Just how have you 
planned the management of your prop- 
erty, which is your business?” There 
is where the interest began. Since men 
can make 25 per cent or 30 per cent in 
their business because of their manage- 
ment they do not feel that they should 
invest it elsewhere. He also admitted 
that, on the other hand, since the re- 
turn of that capital is dependent on 
them, they also feel that it is necessary, 
or at least advisable where possible, to 
have a plan which takes out the capital 
when they are automatically removed. 

He said: “What kind of a plan is 
that?” “Would you be willing to have 
your earnings reduced from 35 per cent 
to 28 per cent if we could give you a 
contract guaranteeing on the day that 
you are automatically retired’to pay to 
any one you designate an amount equiv- 


alent to your interest in this busi- 
ness?” Ne had no difficulty from 
that time on. He was immediately will- 


ing to consider it seriously and go as 
far as obligating the companies, which 
is the term that we always use in 
arranging for examination. 


Does His Thinking 
While Talking to the Agent 


One of the biggest cases I had this 
year was closed on this one idea after 
using everything else that I had, which 
again illustrates the advisability of at 
least your considering giving him an 
opportunity to talk. What he is really 
doing when he is talking is actually 





thinking his plans over and that is a 
thing that he seldom does. 

Some men seem to feel that they can 
only profit under our plan if they die. 
We tell them that this is wrong be- 
cause each year the American life in- 
surance companies pay twice as much 
to assureds who are living as they do 
to the beneficiaries. 

Another thing that we perhaps over- 
look occasionally is the time factor. 
You know often when a man has been 
in business for say 20 years, the next 
two or three years are the most valuable 
parts of his life. You know many men 
would be willing to pay any amount 
of money if they would be guaranteed 
to live’ five years. 


Inspection Reference 
Gives Valuable Information 


With every case that comes in our 
office, we like to have what we call 
prospect service. You know on every 
application there is a family history, 
relatives, etc. We check the family 
history and relatives and put that on 
the prospect service list. In addition 
to that we use what we call inspection 
reference. We find that by giving them 
four or five names they get us the in- 
formation we want, usually by telephone. 
It is perfectly easy to get a man to 
give you these four or five names, or 
as many as you want. When I get 
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back to a man I simply tell him frankly 
that I am interested in these men and 
1 would like to know whether or not he 
feels that it would be a good thing for 
his -friend’s family to have the same 


thing that he has furnished. Incident- 
ally that gives him a better reason to 
give you an introduction or tell you 
about them. I eliminate the ones that 
are least possible. When I get five 
names, I would rather have the two 


| best. 


It is very much easier to get an intro- 
duction from Bill Jones to Tom Smith 
if you know that he wants you to know 
Tom Smith, but if you put the burden 


|on him of selecting and advising you 


and introducing you to someone else, it 
is very much harder. 


Prepare for Obligation 
| Whi 


ch Already Exists 


In going to a man who we feel needs 
life insurance for inheritance taxes, we 


| tell him that we are not tax experts, 
| but many men are using what seems 


| financing 


to be the best fundamental idea of 
an obligation which they 


know already exists. We say: “There 


|are two plans of financing taxes or 









obligations which will occur. One is 
to set aside a block of your securities 
which in your opinion is adequate to 
cover that obligation. You know it 
is better to have a little more than you 
need. By our plan we will pay the 
taxes when they become due. We will 
not ask for any part of the income from 
then on. We will never ask for the 
principal and instead of having a loss 
of the principal or at least 6 per cent 
a year, you will always have the prin- 
cipal and always 6 per cent a year. 
Which in your mind is the better 
plan?” 


Will Not Discuss Cost 
Until Need Is Admitted 


I absolutely will not discuss cost 
with a man until he admits that it is 
something that he needs. “Suppose you 
had two cars and I were to make you 
a present of four more,” I say, “would 
you be willing to pay for the up-keep? 
No, you wouldn’t take them as a gift 
because you feel you do not need them. 
What is the use of talking about the 
cost unless you feel it is something 
you need?” 
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MANAGEMENT COST IS ISSUE 





Companies Object to Ohio Department 
Contention That It Should Include 
Agents’ Commissions 





LINCOLN, NEB., Dec. 29.—Depo- 
sitions of a number of insurance men 
in Nebraska were taken the past week 
by attorneys for a group of health and 
accident companies to which the Ohio 
department has refused renewals of li- 
censes because it is claimed that their 
reports show they spent more than 30 
per cent of revenues for management. 
Three Nebraska companies, the Wood- 
men Accident, Central Health and Mu- 
tual Benefit, are among those that have 
joined in an injunction suit in the fed- 
eral court, which will be heard Jan. 4 
at Columbus, O. 

Commissioner Dumont was one of 
those whose deposition was taken. The 
point at issue between the companies 
and the Ohio department is whether 
commissions paid to agents shall be in- 
cluded in or excluded from the 30 per 
cent allowed for management cost. The 
department rules that it is included, and 
if this stands the companies can not re- 
main in Ohio, as their agents’ commis- 
sions average about 30 percent. They 
maintain that expenses of management 
are confined to overhead expense and 
that the cost of getting business is not 
included. Commissioner Dumont testi- 
fied that in his opinion acquisition cost 
is not a proper charge against expenses 
of management. Depositions are being 
taken this week in New York. It is 
charged that as this rule is not enforced 
against any home companies, it is dis- 
criminatory. 


H. P. Aiken Is Promoted 


H. P. Aiken, agency supervisor of the 
non-cancellable department of the Con- 
tinental Casualty and Continental Assur- 
ance at their head office in Chicago, has 
been appointed superintendent of agents. 
Mr. Aiken is regarded as an authority 
on non-cancellable disability insurance. 
He has given the matter much study. 





Texas Agents Meet 


The annual meeting of the agency 
force of the Western Health & Acci- 
dent was held at the home office at Sher- 
man, Tex., last week, the first gather- 
ing of, the entire organization and a 
celebration of the completion of the 
company’s first year. At the meeting 
President R. E. Murrell announced that 
the company far surpassed its goal for 
the first year. The company has agen- 
cies throughout Texas and these were 
well represented at the meeting, talks 








being given by them as well as by 
officers of the company. The men pres- 
ent went over the general business prob- 
lems and plans for the coming year. 
In addition id President Murrell, talks 
were given J. S. Love, vice-presi- 
dent; J. , tool secretary; J. H. 
Graham, treasurer, and Dr. Ross R. 
May, medical director. 


Is Robbery an Accident? 

Two conflicting decisions have been 
handed down recently by appellate 
courts as to whether injuries inflicted 
by robbers can be regarded as accidental. 
In Bryant vs. Kentucky Central Life & 
Accident, Court of Appeals of Kentucky, 
assured was found in his shanty in un- 
conscious condition. He had evidently 
been beaten and robbed. He died shortly 
thereafter. It was held that this was 
not accidental death as the injuries were 
intentionally inflicted and were not the 
result of accident. 

In an Oklahoma case, where beneficiary 
alleged that insured met his death “from 
bodily injuries effected directly, exclu- 
sively and independently of all other 
causes through external, violent and ac- 
cidental means” by attack of highway 
robbers who beat him so that he died 
within a few minutes thereafter, the 
court held a cause of action was pleaded 
and demurrer thereto could not be sus- 
tained, Baker vs. Standard, Supreme 
Court Oklahoma. 





Industrial Men Dined 

The home office executives of the 
Washington-Fidelity-National of Chicago 
gave a luncheon to the Chicago indus- 
trial agents, with 125 in attendance. 
President George R. Kendall presided 
ever the deliberations. Short talks were 
given by about 15 of the agents. The 
company does a large business in its 
home city. 


Convention Is Postponed 


The annual agency conference of the 
leading producers of the Federal Life 
of Chicago which was scheduled for 
Jan. 6-8 has been postponed, the exact 
date not having been set as yet. The 
convention was to have been held at the 
Edgewater Beach hotel the first week 
in January, but due to the illness of 
President Isaac Miller Hamilton, the 
officials thought it best to postpone the 
meeting until it could be certain that 
he would be able to attend. Having 
returned from California the middle of 
the month, the change in climate was 
apparently too severe, as he developed 
a serious case of influenza. 





Canadian Insurance Position Strong 


In an address to members of the 
Kiwanis Club Friday in Ottawa, Can., 
G. TX Finlayson, superintendent of in- 
surance for the Dominion, declared that 
no Canadian insured in a purely Ca- 





nadian life insurance company has ever 
lost a 5-cent piece. The position oj 
Canadian insurance was never sounder 
than it is today, and all indications are 
that it will remain in that happy posi- 
tion. Canada also enjoys a very favor- 
able mortality, better than either Grea: 
Britain or the United States. 

Mr. Finlayson said that the leader- 
ship in life insurance has passed from 


the United Kingdom to the United 
States. Of the $90,000,000,000 of lif 
insurance in force in the world, over 


$70,000,000,000 is on this continent 
Canada keeps her place as second in 
the world as to insurance on a per 
capita basis. No other country has 
shown so large increase in the past 20 
years. 


Franklin Life’s Christmas Party 


Home office employes, city agents 
and visiting agents and supervisors were 
guests of the Franklin Life Friday at 
the second annual Christmas celebration 
oi the company in the home office build 
ing at Springfield, Ill., where 190 guests 
were entertained. J. A. Budinger, as 
sistant actuary, directed an octet or- 
ganized from his staff, which led the 
assembly in Christmas carols. 

Afterward the employes of the com- 
pany following their usual custom, dis- 
tributed “Good Fellow” Christmas bas 
kets to needy families. 


Union Central Appointments 


The Union Central Life announces 
that as of Jan. 1 Wolfson & Rifkin. 
who have been associated with the com- 
pany for many years, will take charge 
of the company’s agency at Bible House 
as branch managers. The life depart- 
ment will be in charge of Martin Schari 
of their agency force. Announcement 
is also made of the appointment of Wil- 
liam Goodman Krasner Company as 
branch managers of the Stone Avenue 
agency, Brooklyn, which will be di- 
rectly in charge of Samuel D. Rosan, 
a veteran of many years service with 
the Union Central. 
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WHAT’S AHEAD? 


That question is in the mind of every em 
bitious man, It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 in 
assets and over $330,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
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PHILADELPHIA 
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